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THE IMPROVED 
GLASS 
MEANS BETTER 
PERFORMANCE 


The glass now used for the newly designed Hemingray 
line is an improvement from every angle of insulator 
service. This glass has made more practical designs 
possible. It has enabled neater appearing insulators to 
be developed. Longer service life is a result. Damage 
from rough handling is less likely. Greater economy 


is assured 


In developing the completely new line of Hemingray 
Insulators careful attention was given to proper shape 
and thickness of petticoats, sharp corners were elimi- 
nated, even distribution of mass in the insulator bodies 
was effected, and construction of the insulators through- 
out was made heavier. Internal glass strains and stresses 
are removed by our special manufacturing process. The 
“heat shock test” given these insulators at the factory 
subjects them to most severe sudden temperature 
changes. Being transparent, they are easy to inspect 


from the ground. 


AVAILABLE IN 
EITHER BROWN OR 
LIGHT GREEN COLOR 


Ratings up to 10,000 volts. Send for samples. Inspect 
their advantages. Get Bulletin D-1. 


HEMINGRAY GLASS CO. 


Muncie, Indiana 


HEMINGRAY 
INSULATORS 


FOR PRIMARY AND SECONDARY 
OUTDOOR DISTRIBUTION NEEDS 
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STEELTUBES 
» « A STEP FORWARD IN 
THE ELECTRICAL INDUSTRY” 


be 


HESE are not our words. Mr. John F. Swope, Elec- 
trical Superintendent, Iowa State Teachers College, 
Cedar Falls, lowa, upon completion of the Power Plant 
and Shops Buildings, in which Steeltubes Conduit was 
used exclusively in all sizes from ¥2 to 2-inch, expressed 
this opinion. The use of 25,000 feet of Steeltubes in 








IOWA STATE TEACHERS COLLEGE 
POWER PLANT & SHOPS BUILDINGS, 
CEDAR FALLS, IOWA 


Architect—E. E. Cole, Cedar Falls, lowa. Electrical Work— 
{obn F. Swope, Elec. Supt. for a. 25,000 feet of Steeltubes, 
Ye to 2" inclusive, used. Material furnished by Westinghouse 
Electric Supply Co., Waterloo, Iowa. 





these buildings proved to him that 
this threadless rigid conduit repre- 
sents “the most economical and mod- 
ern method of conduit installation.” 

Every contractor knows that anti- 
quated products and old time methods 
will not make profits in 1933. Buyers 
are looking for greater values and 
lower costs, and the contractor pro- 
gressive enough to recognize this de- 
mand and smart enough to satisfy it 
will get business—and make money. 

Steeltubes—the modern threadless 
rigid conduit—is a business builder. 
Light—easy to bend—easy to install— 
only three simple types of fittings for 
any job—and no threads to cut. Broad 
code approval—meets Government 
specifications. 

If you haven’t used Steeltubes, let us 
send you a sample coupled joint. Play 
with it for three minutes and its profit 
possibilities will convince you. 


ELECTRICAL DIVISION 


STEEL AND TUBES, INCORPORATED 


World's Largest Producer of Electrically Welded Tubing 
CLEVELAND » » « « OHIO 


A UNIT OF REPUBLIC STEEL CORPORATION 


Svgahtubes 
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(15,000 to 34,500 volts) 


New low-voltage oil-blast breakers 






with oil-filled bushings 


A BLAST OF OF 
AN D 
‘HE ARC IS OU) 


ERE's another line of G-E oil 

circuit breakers using the oil-blast 
explosion chamber and employing a 
new oil-filled bushing of unusually effi- 
cient design—a combination that 
accomplishes much. 


What will the oil-blast explosion 

chamber do? It will give high interrupting 
ability — fast breaker operation — short arcing 
time — little contact burning —decreased oil 
deterioration—and therefore will assure low 
maintenance, low tank pressure, and consistent 


performance. 


What will the oil-filled bushing do? It will give 
you the same efficient insulation and excellent 
service for potentials up to 34,500 volts that the 
higher-voltage oil-filled bushing has been giving 
for many years. It is a bushing that you have 
wanted. 






TYPE FHKO-339—OUTDOOR, TYPE FHK-339—INDOOR 
600 TO 4000 AMPERES, 500,000 TO 1,500,000 KV-A. 


Some of the other important features are: 
Reliable internal mechanism 
Separating chambers to prevent oil throw 
Provisions for emergency vents 
Space economy 
Fast operation 
Low maintenance 
Shipped completely assembled 
There are several lines of oil-blast breakers. They 
cover a range from 5000 to 230,000 volts, and 
50,000 to 2,500,000 kv-a. For complete informa- 


tion, address the nearest G-E office, or General 


Electric Company, Schenectady, N. Y. 


470-33 


GENERAL @ ELECTRIC 
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Coordination .. + Many utilities have 


already taken advantage of Graybar’s service of supply to 
coordinate their maintenance and construction programs 

. And with reason. All the many items that go into a 
line construction project can be treated asa unit. The prod- 
ucts of 300 electrical manufacturers in all parts of the 
nation become available under one Graybar shipping re- 
sponsibility ...one Graybar order...one source of billing, 
Graybar. And more, too! Graybar’s nationwide system of 
76 local warehouses makes possible special economies and 


conveniences that should be of interest to every utility. 


_GraybaR 


OFFICES 76 PRINCIPAL yt EXECUTIVE 
| OFFICES: GRAYBAR BLDG.. NEW YORE. ms &. 
LOS ANGELES OAKLAND SPOKANE PORTLAND TACOMA 
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The first radio stations in this country— 
as well as many of the most recent—were 


insulated by Locke. 







& en, 


The new WRDS sta 
Michigan Department of Public Safety, 
Lansing, Michigan. 


GENERAL ELECTRIC SUPPLY CORPORATION., PACIFIC COAST DISTRIBUTOR 
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Protection... 


for your revenues as 
well as your meters 






















ECAUSE, in addition to providing years of 
protection for your watthour meters 
against the most adverse weather conditions, 
General Electric’s new protective case makes 
access to the meter impossible without leav- 
ing positive evidence. 


The case is die-cast of noncorrodible alumi- 
num alloy which excels in strength and dura- 
bility. If desired, the case can be equipped with 
a special sealing screw, and glass seal which is 
practically impossible to duplicate. The space 
between the meter cover and the box cover is 
tightly sealed against the entrance of mois- 
ture by a thick rubber gasket which is under 
compression when the case is closed. 


Outdoor meter installations are being used more 
and more extensively both as a precaution 
against energy diversion and to 
avoid recalls in meter reading. 
Therefore, special emphasis has 
been placed on attractive ap- 
pearance—a valuable feature in 
promoting the use of outdoor 
meter installations for dwelling 
houses. 


A card to our nearest office will 
bring you a copy of GEA-1243B 


describing this new case in de- 


General Electric protective case 
enclosing General Electric Type 
I-16 watthour meter in dwelling- 


house installation tail. General Electric Company, 


Schenectady, N. Y. 


GENERAL@ ELECTRIC 
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Glass Insulators 


For many years have been the Pacific Coast 

“Standard.” Their correct design—high 

flashover value—low first cost—and con- 

veniently located plant all combine to make 

McLaughlin Glass Insulators economical to 

use. “A Pacific Coast Product for Pacific 
Coast Users.” 


McLaughlin Glass Company 
Los Angeles, Calif. 


This Combination 


for Telephone, Telegraph 
and Low Voltage 
Lines Will Cut 
Distribution 
Costs 








Locust 
Pins 


Won’t shrink—won’t 
warp—and resist decay 
to a remarkable de- 
gree. They meet the 
most rigid specifica- 
tions. We also make 
oak brackets and pole 
steps. 


Locust Pin Co. 
Front Royal, Va. 


MAYDWELLS& HARTZELL 


INCORPORATED 


FACTORY DISTRIBUTORS 


LOS ANGELES 
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PANCH 


T IS Eastern belief that on the fifth day 
after the baby’s birth—panch, they call it 
—the goddess of fate enters and marks on 
the child’s forehead its fate during life. 


On the four days preceding panch the ut- 
most care is exercised to make everything 
propitious for a good marking. 


With this Propitious Preparatory Period 
before marking we of Morganite are in 
full accord—except it is our belief (and 
our practice) that the period should be 
weeks rather than days. 


Few realize that the simple-appearing 
Morganite brush you buy represents a 
four week Propitious Processing before 


being marked with the characteristic Link 
Mark. 


Even though the Morganite plant in Long 
Island City is one of the most modern in 


the world, the work of pressing, the work 
of kilning, the work of graphitizing the 
EG-12’s you use on your generators and 
high-speed rotaries, the labor of grinding 
for sizing, of drilling and finishing, and the 
final close inspection—these all take time 
and are vitally necessary for the panch, or 
marking day. 


Where utmost in quality is sincerely a 
manufacturing motive, as with Morgan- 
ite, speeding up of operations, especially 
those involving labor, is not propitious for 
proper brush characteristics. 


Remember this when tempted to let your 
brush stock run low. While we endeavor 
to maintain sufficient quantities to make 
immediate shipments, still a sudden surge 
in demand on a single type might cause 
some customers to await another panch 
cycle of production. 


Mor anite 


IHseuL 
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What 


you want 
to know 


ABOUT 
UNDERGROUND 
CONDUIT 





How to keep installation costs down 
How to reduce maintenance expense 
How to avoid out-of-line layings 
How to insure tight joints 

How to reduce possibility of electro- 
lytic damage... 


HIS BOOK answers these perti- 
oe and important questions 
for you. It is written to help every 
man who buys or uses electric cable 
for underground installation and 
who wants to know how to reduce 
the cost of protecting it. 

We’ve had 40 years’ experience 
making Orangeburg Fibre Conduit 
—the accepted standard under- 
ground conduit . . . 40 years of 
working in closest coéperation 
with those engineers and public 
utility companies who have led in 
developing underground electric 
systems. What we've learned by 
working with the man on the job 
is in this book. Send for your copy. 
It may help you avoid unnecessary 
cost and needless maintenance ex- 
pense. 


The Fibre Conduit 
Company 


ORANGEBURG, N. Y. 





SOLE SELLING AGENT 


#| Johns-Manville 


292 Madison Avenue, New York City 
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HOTPOINT 


: Close-up of one 
of murals in Elec- 
trical Group. 
Modern illumi- 
nation on section 
of Hall of Science 
Lincoln’s early 
home—one of the 
“Lincoln Group” 
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Daylight scene 

Tower of Hall of 
Science 

Laughing Bud- 

dha in Golden 
Temple of Jehol 

Section of Trans- 

portation Build- 
ing 

Hall of Science 

Group at night 
from across lagoon 


‘ON TO 
CHICAGO” 


a retail sales- 


| 


be 


men’s “‘once- 


in-a-lifetime”’ 
contest 


... Starts March 1, and 
continues to June 30, 
for utilities and dealers 
who employ retail 
range salesmen. Spec- 
tacular promotion will 
be carried on direct 
from Chicago to en- 
thuse your salesmen. 
Thousands of retail 
salesmen will compete 
for prize trips to the 
Century of Progress 
Exposition. It is un- 
doubtedly the most 
dramatic selling event 
in electric range his- 
tory and the greatest 
method of sales stim- 
ulation which can be 
employed in 1933. 


Kaufmann & Fabry photos 
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ANNOUNCES a «ouarter 


CENTURY OF PROGRESS” CAMPAIGN 


@ Hotpoint steps forward with a new and greater sales plan 
featuring new line, new prices, a sensational sales contest 
and many other advantages for 1933. The “On to Chicago” 
Contest stirs the interest and efforts of every salesman and 
gives you contest material to keep salesmen’s activities and 
enthusiasm at the peak. 

Tie up with Hotpoint’s “On to Chicago” Contest. Enjoy 
maximum sales results during *33. Get full details about our 
sensational promotion material, the novel and spectacular 
“scoring” system for salesmen and the plan for awarding, as 
prizes, trips to the Century of Progress Exposition at Chi- 
cago. Contest starts March 1 and runs to June 30, with 
special provisions for public utility campaigns. Write today. 

Hotpoint’s selling and distribution methods for 1933 pro- 
vide for direct representation from the factory. A beautiful new 
line of Hotpoint ranges,including the “Chicagoan” Table Top 
model, has just been announced. Write for illustrated folder. 


Factory district salesmanagers and range specialists are 
available to help you plan spring campaigns and work 
directly with you to insure success of your range activities. 
Send the coupon now for Hotpoint’s new sales plan book, “A 
Quarter Century of Progress”. It describes in detail Hot- 
point’s dramatic plans for 1933 selling. Edison General Electric 
Appliance Company, Inc., 5612 W. Taylor Street, Chicago. 
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RANGES 


HOTPOINT steps 
ahead with... 


NEW LINE—Designed right! 
Built right! Pri right! A 
complete line of modern Electric 
Ranges to be sold under the 
famous name— HOTPOINT. 


NEW POPULAR PRICES 


Prices are down—but Hotpoint 
quality remains up! Net prices 
allow a substantial profit for 
the retailer on every model. 


DIRECT FACTORY SALES 


ASSISTANCE Hotpeint’s 


experienced and capable Dis- 
trict Managers, Range Special- 
ists, Home Economists and Serv- 
ice Men are ready to help you. 


SALES PROMOTION 
HELPS Hotpoint offers a 


complete new set-up in Sales 
Promotion and Advertising 


Helps for 1933. 


NATION-WIDE RETAIL 


SALESMEN’S CONTEST 
The “On-to-Chicago” Contest 
is a dramatic sales stimulant 
—a “natural” for 1933. 


TRAINING FOR RETAIL 


SALES MEN - The complete 
Hotpoint LaSalle correspond- 


ence course is available to your 
own sales organization. In ad- 
dition to the training course 
Hotpoint offers retail sales- 
men’s selling equipment, in- 
cluding a new Visual Presen- 
tation of Electric Cookery. 
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Installation 


The New OC Detachable Meter and the Nofuze 
Load Center are mounted back-to-back providing 
the most modern and convenient wiring job for the 

electrified home. 


Westinghouse Electric & Manufacturing Company 
Room 2-N—East Pittsburgh, Pa. 


| Gentlemen—Please send me C. 1960, A New Metering System, 
| C. 1946, Fuseless Protection. 


Name 


COROT EERE ERE ERE EEE EHH ESE HEHEHE HSEES 
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O nearly every light and power company, 
the national electric range campaign in- 
troduces a problem of installation costs. 





Why not meet this problem by installing the 
new Westinghouse Metering System with every 
electric range? 


You will have started the modernization of 
your metering installation ... modernization 
that will immediately begin to pay for itself 
through the many cost-saving features of the 
combination of the new OC Detachable Meter, 
the Nofuze Load Center and the portable Stro- 
boscopic Meter Standard. 


Ranges will be sold more easily because, in 
many cases, the installed cost to the con- 
sumer with the Nofuze Load Center will be 
actually lower than with the old-fashioned 
fused entrance switch. 


Your modernization dollars will go from 
30 to 50 per cent farther, because the range 
installation constitutes a considerable part of 
the metering system. 


Some of the definite advantages of the 
Metering System that assure lower range in- 
stallation costs are shown on the opposite page. 


Westinghouse 


and Quality workmanship guarantees every Westinghouse produc! 
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Shortens long runs of heavy wiring, 
ine the heaviest cost of range installations, by 
shortening the distance between the load 
center and the heavy-current consuming range. 


the Eliminates fused entrance switch taking 
ery advantage of the new metering sequence. 


Eliminates the necessity of branch fuses by 


of means of the convenient and absolutely 
, tamper-proof Flipons (small circuit breakers) 
oun in the Nofuze Load Center. 
self : ot . 
Not only provides adequate wiring capacity 
the for the new range load, but for all future 
ter, increases in appliance loads. 
- And in addition. . . this New Metering 
System offers other economies and advantages 
, in never before attained in metering: 
‘On- 1 Quick, easy, low-cost installation and re- 
be moval of the OC Detachable Meter—re- 
d quires no expensive meter box. 
ne 
2 Reduces possibility of energy diversion. 
rom 3 Accessible for reading at all times, saving 
inge the expense of return trips for missed 
¢ of meter readings. 
4 Makes meter testing and calibration in 
i the field as simple as setting a timepiece. 
the 
Ste. 5 Assures initial and sustained accuracy, 
registering fully the smallest loads, such 
a as electric clocks, without neglecting the 
increasingly important heavy loads of 
ranges and other large-current consuming 
> devices. 
- ° 
6 Saves thousands of dollars yearly in re- 
duct duced service costs for fuse replacement. 


For complete information about this New 
Metering System and its many advantages, 
simply mail the coupon on the opposite page. 
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New Portable Stroboscopic 
Meter Standard 
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Arise every residence 
in these large suburban sections near 
our cities and in the smaller towns, 
communities and rural sections is a 
live prospect for electric cooking. The 
availability of no other convenient 
fuel makes of these places fields for 
electric cookery that should soon ap- 
proach saturation with aggressive 
promotion, satisfactory rates and 
reasonable financing arrangements. 


“The Electric Cookery Program 
affords a wonderful opportunity for 
the co-operation of the manufac- 
turers, the utilities and the dealers 
to accomplish this big job.”’ 


ME 


President, Virginia Electric 
and Power Co., Richmond, Virginia. 





YOU have a Vital Luterest 
in this BIG JOB 





FFERING new sales _possibil- 

ities to dealers, new wiring jobs 
to contractors—and a stabilized and 
increased volume of energy sales to you, 
electric cookery is here to stay. 


For it is already an established and 
proved success in over a million 
homes. To millions more it offers a 
truly modern means of cooking. 


Our job is to convert that powerful, 
latent demand into actual business— 
now! ; y 7 
Selling the idea of electric cookery is 
a big job. It can’t be done overnight. 
It can’t be done effectively without 


NATIONAL ELECTRIC 


18 


the support of a national co-operative 
campaign to co-ordinate all pro- 
motional efforts. 

Local organization is essential, but 
without you no Local Electric Cook- 
ery Council can function. 


Join now with your department 
stores, hardware stores, furniture 
stores, contractors and all other 
natural outlets for electric ranges. 


With them and the help of your 





divisional director and local operat- 
ing sponsor, get your own Local 
Council operating. Make mutual co- 
operation and “profits for all’ the 
basis of all local range activities. 


The national advertising is already 
prepared. It will not be released until a 
sufficient group of Local Electric Cookery 
Councils (having a substantial number of 
dealer outlets) has been organized to 
cash in on the business it will create for 
us all. Your action will determine when 
this advertising gets under way. 


For further co-operation and assistance, 
address your inquiries to the National 
Electric Cookery Council, 420 Lexington 
Avenue, New York City. 


COOKERY COUNCIL 
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ELECTRICAL 


IAGNOSIS precedes prescription—this is 
a fundamental truth in business and en- 
gineering as well as in medicine. Neces- 
sary for a critical diagnostic scrutiny is an 
assembly of facts, a case history on which to 
base sound judgment. In the pages which follow 
are assembled the facts, developments and 
trends of the electrical industry of the Far 
West for 1932 and for preceding years. Inter- 
preted and applied, they offer the basis for a 
prescription for the future. 

Elementary facts regarding the economic 
place of the electrical industry in this territory 
have not been altered by three troublous years. 
As one index after another sank to new low 
levels, electric power continued to demonstrate 
its increasingly indispensable place in modern 
civilization, even to the point where it is em- 
braced by “technocrats” as the currency of a 
new social order. 

Twelve months ago it was written on this 
page: “Here is an industry with markets limited 
only by the genius of its research workers, the 
ability of its correlated branches to sell and the 
capacity of the public to absorb the services 
which it offers.” Nothing has occurred in 1932 
to alter that opinion. Research has continued 
unabated, with promise of future electrical 
achievements as spectacular, as utilitarian and 
as profitable to the industry and public alike as 
anything in the past. 

Stress and experience have revealed weak- 
nesses in the industry’s salesmanship that re- 
quire correction. Today’s market possibilities, 
running into the billions, present a challenge 
for a real display of sales ability. Cooperation, 


Electrical West 
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With which is consolidated the Journal of Electricity 
McGraw-Hill Company of California 


teamwork and internal understanding must be 
coupled with definite programs for electrifying 
the country’s homes, factories, stores and farms. 
Perhaps the greatest need of the electrical in- 
dustry today is some of that merchandising 
genius which placed 22,000,000 automobiles on 
the streets and highways of America in less 
than thirty years. And this without such sales 
arguments as more leisure, more comfort, more 
convenience, more happiness and less drudgery 
—all of which apply to electricity and the mul- 
tiplicity of modern servants which it commands. 

As to the capacity of the public to obsorb 
these services, here again the industry has a 
part to play. If the return of national prosperity 
depends upon deflation of the costs of govern- 
ment, the industry can work toward that end. 
Furthermore, it can resolve to keep an open 
mind toward all those problems—both inter- 
national and domestic—on the solution of which 
economic upturn depends. It can cooperate in 
any program designed to promote higher stand- 
ards of living and greater stability of employ- 
ment and income. 

Opportunity for individual or corporate re- 
ward, either monetary or from the standpoint 
of public service, still exists in the electrical 
industry—will continue to exist for many years 
to come. Nothing happened in 1932 to dim either 
courage or optimism. Nor is there any serious 
obstacle on the horizon for 1933. The electrical 
industry has not yet suffered from any ailments 
which were too obstinate for diagnosis and for 
which a prescription has not been found. And 
the prescription for 1933 appears to be—fact- 
facing and hard work. 


G. C. TENNEY, Editor 







































41 


RTS PESTER MaRS TMS PT Pi 





















ee 

‘A\most every residence 
in these large suburban sections near 
our cities and in the smaller towns, 
communities and rural sections is a 
live prospect for electric cooking. The 
availability of no other convenient 
fuel makes of these places fields for 
electric cookery that should soon ap- 
proach saturation with aggressive 
promotion, satisfactory rates and 
reasonable financing arrangements. 


“The Electric Cookery Program 
affords a wonderful opportunity for 
the co-operation of the manufac- 
turers, the utilities and the dealers 
to accomplish this big job.”’ 


ME 


President, Virginia Electric 
and Power Co., Richmond, Virginia. 


ets 





YOU have a Wiral Luterest 
in this BIG JOB 





FFERING new sales possibil- 

ities to dealers, new wiring jobs 
to contractors—and a stabilized and 
increased volume of energy sales to you, 
electric cookery is here to stay. 


For it is already an established and 
proved success in over a million 
homes. To millions more it offers a 
truly modern means of cooking. 


Our job is to convert that powerful, 
latent demand into actual business— 
now! n E . 
Selling the idea of electric cookery is 
a big job. It can’t be done overnight. 
It can’t be done effectively without 
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the support of a national co-operative 
campaign to co-ordinate all pro- 
motional efforts. 


Local organization is essential, but 
without you no Local Electric Cook- 
ery Council can function. 


Join now with your department 
stores, hardware stores, furniture 
stores, contractors and all other 
natural outlets for electric ranges. 


With them and the help of your 





divisional director and local operat- 
ing sponsor, get your own Local 
Council operating. Make mutual co- 
operation and “profits for all” the 
basis of all local range activities. 


The national advertising is already 
prepared. It will not be released until a 
sufficient group of Local Electric Cookery 
Councils (having a substantial number of 
dealer outlets) has been organized to 
cash in on the business it will create for 
us all. Your action will determine when 
this advertising gets under way. 


For further co-operation and assistance, 
address your inquiries to the National 
Electric Cookery Council, 420 Lexington 
Avenue, New York City. 


COOKERY COUNCIL 
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IAGNOSIS precedes prescription—this is 
a fundamental truth in business and en- 
gineering as well as in medicine. Neces- 
sary for a critical diagnostic scrutiny is an 
assembly of facts, a case history on which to 
base sound judgment. In the pages which follow 
are assembled the facts, developments and 
trends of the electrical industry of the Far 
West for 1932 and for preceding years. Inter- 
preted and applied, they offer the basis for a 
prescription for the future, 

Elementary facts regarding the economic 
place of the electrical industry in this territory 
have not been altered by three troublous years. 
As one index after another sank to new low 
levels, electric power continued to demonstrate 
its increasingly indispensable place in modern 
civilization, even to the point where it is em- 
braced by “technocrats” as the currency of a 
new social order. 

Twelve months ago it was written on this 
page: “Here is an industry with markets limited 
only by the genius of its research workers, the 
ability of its correlated branches to sell and the 
sapacity of the public to absorb the services 
which it offers.” Nothing has occurred in 1932 
to alter that opinion. Research has continued 
unabated, with promise of future electrical 
achievements as spectacular, as utilitarian and 
as profitable to the industry and public alike as 
anything in the past. 

Stress and experience have revealed weak- 
nesses in the industry’s salesmanship that re- 
quire correction. Today’s market possibilities, 
running into the billions, present a challenge 
for a real display of sales ability. Cooperation, 
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teamwork and internal understanding must be 
coupled with definite programs for electrifying 
the country’s homes, factories, stores and farms. 
Perhaps the greatest need of the electrical in- 
dustry today is some of that merchandising 
genius which placed 22,000,000 automobiles on 
the streets and highways of America in less 
than thirty years. And this without such sales 
arguments as more leisure, more comfort, more 
convenience, more happiness and less drudgery 
—all of which apply to electricity and the mul- 
tiplicity of modern servants which it commands. 

As to the capacity of the public to obsorb 
these services, here again the industry has a 
part to play. If the return of national prosperity 
depends upon deflation of the costs of govern- 
ment, the industry can work toward that end. 
Furthermore, it can resolve to keep an open 
mind toward all those problems—both inter- 
national and domestic—on the solution of which 
economic upturn depends. It can cooperate in 
any program designed to promote higher stand- 
ards of living and greater stability of employ- 
ment and income. 

Opportunity for individual or corporate re- 
ward, either monetary or from the standpoint 
of public service, still exists in the electrical 
industry—will continue to exist for many years 
to come. Nothing happened in 1932 to dim either 
courage or optimism. Nor is there any serious 
obstacle on the horizon for 1933. The electrical 
industry has not yet suffered from any ailments 
which were too obstinate for diagnosis and for 
which a prescription has not been found. And 
the prescription for 1933 appears to be—fact- 
facing and hard work. 
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Business in 1933 


it was not without some sane moments that 

occasion hope for 1933. Although there were 
companies and individuals last year who retreated 
rather than resist, there were those who fought 
every inch of the way. These latter found them- 
selves holding their own and, on some fronts, even 
making slight gains. Most encouraging is that 
their determination to continue to seek business 
and build load assures the industry of courageous 
leadership and example in 1933. 

From the bottom, looking up, the outlook is 
better for 1933. The first appliance prices have 
been raised. Others must follow or quit. The lamp 
companies and the trade have become militant in 
protecting lighting from shyster devices and for- 
eign dumping. None of the Western power com- 
panies have completely withdrawn from merchan- 
dising, so they still retain the real opportunity to 
show that load building can be done in a manner 
profitable to all branches of the industry. Awak- 
ened to competitive cooking and power menaces, 
the industry no longer is complacent, but is intent 
upon holding and adding to these loads. The na- 
tional refrigeration program is a going concern 
and the national range program has been launched. 
Industrial business is scarce, but ingenuity is de- 
veloping more small uses to replace piecemeal the 
large blocks that have been falling off the line. 

Along with salesmanship, chief needs for 1933 
are a general housecleaning, and a tongue-wash- 
ing, too, of business ethics and trade policies. 
The industry needs, as much as markets or money, 
men with the fortitude to square up to honest 
policy and fair dealing. 

Business must revive itself in 1933, and that 
goes for the electrical industry. Along with this 
self-regeneration, let there be a revival of sound 
principles. 


Fives IF 1932 was a commercial nightmare, 


Manufacturing in 1933 


$51 billion electrical market exists in the 
A tite States, according to “Electrical 
World,” if a reasonable degree of electri- 
fication is to be attained. It’s heartening to learn 
that there is a market, and that it is so large. 
Manufacturers make good products for that 
market, and are improving them constantly. Per- 
haps a little re-styling, a few changes here and 
there, are advisable, but, substantially, the prod- 
ucts are as sound as the market is large. All that 
is lacking is the ability and the inclination of the 
public to buy. 
Of course, before the manufacturer can hope 
even to survive, prices must be stabilized, chisel- 
ing eliminated, distributive channels strengthened 





and the industry welded into a compact, aggres- 
sive unit. All that is primer stuff; when accom- 
plished, the real problem still remains—to build 
a consumption. 

Creative selling will solve part of the problem— 
that part represented by those who have money 
and need to be sold. But if a great percentage of 
the people earn less, they must buy less. So a 
great part of the problem is to make it possible 
for this latter group to buy. Either they must earn 
more or the products must cost less. 

Prices have fallen as low as possible under 
present conditions; perhaps too low. In many 
cases, no further reductions are economically pos- 
sible. With labor and material costs as low as 
they may ever become, the only field for cost re- 
duction is that of distribution, the cost of bringing 
the product from manufacturer to consumer. 

How will these reductions be made? One impor- 
tant step would be the abolition of services and 
facilities which duplicate those of the wholesaler 
and retailer. Another would be a sales program 
flexible enough to allow the adoption of the sales 
methods economically best suited to any territory. 

Does this mean a complete new system or a 
revamping of a present one? That must be worked 
out. It is a big problem, but the solution of the 
big problem may mean a return to big profits. 


Wholesaling in 1933 


ITH the entire machinery of distribution 

WV faced with investigation and scrutiny 

during 1933 to determine the economic 
justification of each part, the electrical wholesaler 
serving the far Western states has this satisfac- 
tion: Irrespective of the decision reached regard- 
ing the necessity for the wholesaler in, other parts 
of the country, he is a vitally necessary link in the 
distributive chain in so far as this territory is con- 
cerned. Time, distance, isolation and, to a marked 
degree, mental and economic autonomy preclude 
his elimination and justify his existence. 

This fundamental fact should not lure the 
wholesalers of the Pacific Coast into any false 
sense of security. Their problems are legion, start- 
ing with the serious one of. balancing 1933’s 
budgets and ending with revisions in the basic 
laws governing the conduct of all business. Here 
are but a few of them: 

More serious consideration must be given to 
selective selling, because the wholesaler knows 
that a few strong retail outlets are better than a 
myriad of weak ones. Understanding is necessary 
between manufacturers, contractors and whole- 
salers, which will permit a sharp delineation of 
industrial customer classification so that waste 
and duplication in selling effort may be eliminated. 
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Thought must be given to diversification so that 
volume of business will not depend solely upon 
the cyclical eras of building construction. Con- 
sideration of the relationship between wholesaler, 
manufacturers’ agent and manufacturers’ branch, 
as regards service, stocks and sales responsibility, 
is essential. Markets and merchandising need 
study so that the wholesaler may better serve his 
retailers. Finally, thought must be given to re- 
vision of the credit laws so that the heavy cost of 
business failures need not be shouldered by those 
who are successful. 

In the next few months there will emerge from 
the turmoil of more than three trying years those 
business units which will be vital and enduring. 
It is safe to predict that the electrical wholesaler 
in the Pacific Coast states will be one of them. 


Construction in 1933 


IRING—electrical construction—the con- 

WV tractors’, the wiremen’s, even the supply 

jobbers’, staff of life, begins the new year 
at the lowest ebb in a generation. Until now there 
always has been an automatic market—the still 
unwired premises. Nothing much had to be done 
about getting a share of that market, except to 
fight off competitors. 

Today, for the first time, the market is almost 
stagnant, has reached a maximum saturation. 
Nearly every home, store, office and plant is wired, 
at least enough to “get by.” New building scarcely 
exists. The electrical construction business, in- 
volving contractor, wireman and wholesaler, faces 
a fork in the road. The familiar path, with its deep 
wheel tracks, is the figure-giving, low-bidding, 
daily permit-combing, lumber truck-chasing way, 
but it now leads down a blind alley. 

Branching off sharply to the right is a new 
fork, the unfamiliar way of creative business. 
New, strange, hard, closed off by habit, by preju- 
dice and by ignorance, but chiefly by fear of the 
closer menace—a competitor—it seldom has been 
explored. Architects, engineers, builders, develop- 
ers and promoters always have created the work 
for the construction group in the past. Now it 
must initiate, must create its own. 

For all its strangeness, its undoubted difficul- 
ties, this new creative road should not frighten. 
First, the construction group must readjust its 
viewpoint; second, revamp its traditional methods 
of business conduct so as to make the business 
truly a business and no longer a gamble. Then it 
must read, think, plan and, from these, SELL 
PROFITABLY. The road in many places will be 
found to have been smoothed by the advertising 
and other promotional efforts of the industry. 

Public attitude is friendly to electricity, even if 
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Scotch about expenditures. It needs to be con- 
vinced by sheer personal persuasion and dogged 
persistence that it needs more electricity, and 
hence more facilities to use it, even before buying 
many of the other so-called necessities. 

Construction in 1933 holds its own fate in its 
hands. Whether it sinks or swims depends upon its 
own courage and resourcefulness and—far more 
important—imagination. 


Engineering in 1933 


HATEVER else the engineering profes- 

W\ sion may do in 1933 and in subsequent 

years, it has the choice of living down or 
living up to a reputation gained in 1932. We refer 
to “Technocracy” divorced of its mumble-jumble 
and stripped to bare fundamentals. Whether the 
precepts of this new movement are right or wrong, 
the public acclaim and enthusiasm for the idea 
of applying engineering principles to production, 
distribution, finance and government, as well as 
to the design and operation of machines, opens 
new fields of responsibility to the profession. And 
whether or not engineers are responsible for 
technological unemployment, they have an un- 
paralleled opportunity for contributing to the de- 
velopment of a stable social and economic order. 

In 1933 the roles of counsel, advisor and admin- 
istrator await the engineer, in addition to those of 
designer and constructor. He can supply some of 
the needed lubrication of facts and figures and 
help build a firm highway of confidence for a 
stalled and bogged-down economic machine. He 
must refute the charge that the machine he has 
designed and helped to build is a social evil. 

The electrical industry, closely related as it is 
to engineering progress, has its problems, too. 
As regards load-building, the cost of selling and 
the cost of serving any particular appliance have 
yet to be subjected to engineering scrutiny to de- 
termine the point of marginal return. The problem 
of competitive power and competitive fuels must 
be worked out on a sound engineering basis and 
not attacked blindly with only prejudice as a 
weapon. Demand, load factor and power factor 
need engineering analysis to the end of making 
just allocation of costs and revenues, more equita- 
ble rates and, above all, to foster load building. 
Research must be continued on a scale commen- 
surate with the growth of the industry. Transmis- 
sion and distribution losses still are too high. The 
electrical engineer has a job for 1933. 

The engineering profession as a whole has bril- 
liant future. It must sell its right to a hearing in 
the councils from which the formula for a rejuve- 
nated prosperity will emerge. 1933 will test its 
mettle, tax its resources and challenge its ability. 
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Table I—Central Station Operation in 11 Western States, 1931 and 1932 








Item 


Eaergy Generated (maiiiions GF Kw iwBt.) . oc isc cc ccc cc cewsvccnctcccacscae 
Energy Generated by Hydro Plants (millions of kw.-hr.)................. 
Energy Generated by Steam Plants (millions of kw.-hr.)......... 


Percentage of Total Energy Produced by Hydro.............000c0ceeeus 
BRS Tae FN) on ia OU as Us bee eens ooawan ss 
Denke Ta aa OS so oe kice To rcs wad Saw bivca cases Kan 
peers < ene Teer TA os i ine csc ccven swnesescewen ness 
Gross Revenue from Sale of Energy 


Operating and Maintenance Expensest 


Pe ee eee Rey ET TLE Ee $267,700,000 
Sree ee ee ee $100,200,000 


11 Western States United States Per Cent 
1931 1932* 1931 1932* 11 Western States 
of Total U. S. 
15,099 13,176 86,312 77,593 16.7 
10,187 11,007 28,570 31,014 35.4 
4,912 2,169 57,742 47,574 4.55 
67.5 83.5 33.0 39.4 
3,267,184 3,456,934 9,142,327 9,448,589 36.6 
1,714,571 1,823,332 24,664,719 25,450,242 7.16 
47,547 55,660 432,061 475,671 Bai 
$247 ,000,000 $2,125,000,000 $1,979,200,000 3.5 
$ 90,400,000 $ 913,900,000 $ 839,600,000 10.79 








tDo not include interest, taxes, depreciation or sinking fund charges. 
*Based on ten months’ operations. 


A Stable Industry 
Despite Recessions 


Faced With Declines in Output, Revenue 
and Consumers, Power Companies Fight 
to Hold the Line; Drop in Output From 
Steam Plants Results in Savings; Losses 
in Power Load Offset Domestic Gains; 
Upswing in Industrial Consumption Would 
Result in New Construction Expenditures 


bility of the electric light and power 

industry of the 11 Western states in 
the face of a third year of economic disorder is con- 
tained in the statistics for 1932. Recessions were to be 
expected in revenue, output and customers, but the 
manner in which these were held down indicates the 
determined efforts of the industry to hold the line. 
Additional loss of industrial load plus a shrinkage in 


Fitts of demonstration of the sta- 


sales for commercial purposes more than offset the 
gains registered in the domestic market during 1932. 

Output for the year dropped 12.7 per cent to 13,176,- 
000,000 kw.-hr., in line with the decline nationally, al- 
though this figure still represents 16.7 per cent of the 
energy consumption for the entire country. Ample 
water supply following the abnormally dry season of 
1930-31, coupled with a decreased demand upon steam 
plants except for peaking, made 1932 another banner 
year for hydro-generated power. The entire drop in out- 
put for the year occurred in steam-generated power. In 
all likelihood the favorable financial showing of most 
of the companies, despite the loss of gross revenue due 
to decreased sales, can be attributed in some measure 
to the saving in fuel costs which this condition per- 
mitted. Steam-generated power dropped from 4,912,000,- 
000 kw.-hr. to 2,169,000,000 kw.-hr. There was an actual 
increase of 820,000,000 kw.-hr. in power output of hydro 
stations during the year, bringing the total from this 
source to 11,007,000,000 kw.-hr. The West continues as 
the leading hydro region of the country, with 35.4 per 
cent of the national total of power produced from this 
source. Greatest declines in output among individual 
states occurred in Arizona, Idaho and Montana, where 
the mining industries, which were the largest consum- 
ers, have practically ceased operations. 

Gross revenue registered the first sharp decline in 


Table II—Energy Generated in Public Utility Plants of 11 Western States, 1922-1932 


ENERGY GENERA’ 


TED (THOUSANDS OF KW.-HR.) 








State 1922 1923 1924 1925 1926 1927 1928 1929 1930 1931 1932T 
California .iéis< ss. free 4,379,703 5,069,314 5,566,440 6,215,813 6,898,620 7,355,548 7,979,837 8,849,622 8,948,326 8,796,177 7,996,177 
OND iis dk cecceabesus 512,804 594,434 678,394 729,859 831,135 844,654 1,040,743 1,161,386 1,219,250 1,176,987 971,208 
Washington....... e 3,265,025 1,446,486 1,503,560 1,623,007 1,807,792 2,121,939 2,361,024 2,552,325 2,555,233 2,572,134 2,563,940 
POUNER 565 oc enncs : 39,282 47,048 41,623 39,703 36,840 51,236 54,935 43,840 42,895 19,006 34,902 
CN cs oe aes : 145,689 272,577 266,946 339,967 349,604 338,067 282,791 402,005 292,550 276,483 267,982 
ye ee 144,615 157,183 153,196 130,531 172,243 278,559 335,755 283,023 384,443 404,309 267,561 
New Mexico.......... : 17,140 18,268 19,913 21,787 25,993 33,462 52,326 67,179 75,871 179,658 157,808 
Colorado Fixit eee 413,475 461,570 490,030 522,892 561,962 551,173 541,150 563,813 573,341 528,817 486,104 
Wyoming er hte. . 38,985 48.853 53,556 55.544 59,381 66,493 83,931 98,665 98,215 94,539 84,949 
Idaho... te ; 615,783 694,781 792,532 754,079 810,789 806,402 947,709 894,417 911,709 796,484 591,126 
BEONCATIA. . oc cess sc aces 984,972 1,138,545 1,145,285 1,262,629 1,407,903 1,394,655 1,619,351 1,613,688 1,319,800 966,097 639,879 

~ ee +December estimated. a 
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Total Central Station Customers 





Commercial Lighting and Wholesale Power and 
Small Power Customers Miscellaneous Customers 


Domestic Lighting Customers 



























































State Jan. 1* Jan. 1f Jan. 1 Jan. 1 Jan. 1 Jan. 1 Jan. 1 Jan. 1 
1932 1933 Change 1932 1933 Change 1932 1933 Change | 1932 1933 Change 
California. .. ‘ 1 869,397 1,857,790 —11,607 1,487,797 1,476,197 —11,600 258,407 260,962 +2,555 123,193 120,631 —2,562 
Oregon . 233,447 227,282 —6,165 179,082 174,074 i —5 ,008 34,603 33,403 —1,200 19,762 19,805 +43 
Washington cue mee 425,783 420,775 —5,008 324,062 323,180 —882 61,267 56,531 —4,736 40,454 41,064 + 610 
Nevada aderastcel 17,716 18,133 4417 13,542 a as 13,850 +308 3,135 3,206 +71 1,039 1,077 + 38 
Utah ead re . : 107,776 105,964 —1,812 80,712 ; 79,002 —1,710 11,439 11,371 —68 15,625 15,591 34 
Arizona ‘ = we 71,673 68,871 —2,802 55,016 51,971. - 3,045 10,098 9,855 - 243 6,559 7,045 +486 
"New Mexico........ 35,256 34,993  —263 26,773 26,492 —281 6,415 6,434 +19 2,068 2,067 —1 
" Colorado........... 207,866 206,405  —1,461 164,225 162,503 —1,772 28,986 29,201 +215 14,655. 14,701 +46 
” Wyosing ae . if —- : 33,642 _ 32,987 —655 26,267. 25,744 —523 6,059 5,975 - 84 ‘1, 316 1,268 ; ~48 
VMN fac scscsan, ae 74,236 —1,477 ‘$1,377 49,931 —1,446 «211,358 +~=«1,0172Ss 241 12,978 13,188 +210 
Sink. ee. $2,012 —2 135 66,410 64,254 21 56 14,527 14,257 —270 3,210 3,501 +291 
“41 Western States... 3,162,416 3,129,448 —32,968 2,475,263 2,447,198 —28,0605 446,204 442,312 3,982 240,859 239,932 —921_ 
~ Total United States. 24,489,770 24,187,151 —302,619 20,151,247 19,874,513 —276,734 3,724,013 3,600,284 —33,729 614,510 622,354 +7,844 


CS  —————EE 





*1932 figures corrected and revised. 
+1933 figures from Oct. 1, 1932, figures. 


the history of the industry in this territory, dropping 
from $267,700,000 to $247,000,000, or 13.3 per cent, as 
compared to a national loss of only 6.8 per cent. How- 
ever, operating and maintenance charges decreased 10 
per cent to $90,400,000. 

Installed capacity of power plants in the 11 Western 
states was 5,335,926 kw. on Jan. 1, 1933, with an in- 
crease for the year of 6.1 per cent. Hydro capacity is 
now 3,456,934 kw. and steam capacity 1,823,332 kw. 
Increases in these two classifications during 1932 were 
5.8 and 6.0 per cent, respectively. 

During the year there was a 9.6 per cent decrease in 
the total number of customers served in this area, the 
major drop being recorded in the domestic classifica- 
tion. Latest available figures show the total number of 
all classes of customers to be 3,129,448, of which 
2,447,198 are domestic, 442,312 commercial and small! 
power and 239,932 wholesale power and miscellaneous 
consumers. 

California retains its position of leadership among 
electrified states of the nation. It was second to New 
York in point of energy generation, first among all 
states in hydro power generated and is exceeded only by 
New York and Pennsylvania in total number of cus- 
tomers. California and Washington outrank all states 
in the total number of electrified farms. 

Capital expenditures for the Western states aggre- 
gated only $49,600,000 in 1932. These were classified as 
$25,000,000 in additions to distribution facilities, $12,- 
400,000 to transmission systems, $2,900,000 to hydro 


plants and $6,400,000 to steam plants. Expenditures for 
1933 depend largely upon an economic upturn that will 
start the wheels of industry. With resumption of indus- 
trial consumption, system demand will require addi- 
tions and extensions since the increase in domestic 
load has been more than sufficient to absorb the normal 
increment of system capacity. In the case of many of 
the utility companies, a reservoir of deferred construc- 
tion is being built, to be released just as soon as justi- 
fied by economic conditions. One Western power com- 
pany has in excess of $20,000,000 of such deferred 
projects. Those budget figures which have been released 
by individual companies represent absolute minimum 
system requirements for maintenance and betterments. 

The recessions all along the line, shown by the 
figures for 1932, have not depressed the industry. In- 
stead, there is a growing tendency to study and ap- 
praise markets and to work out definite programs for 
recouping losses. There is no industry in the country 
with greater market possibilities or with greater oppor- 
tunities for creative selling. Electrification of America 
is far from an accomplished fact. Progress may be 
momentarily retarded as the “depression” goes into 
its fortieth month, but sturdy foundations are being 
laid for the next upswing, in which the electrical in- 
dustry is destined to play a leading part. Any upward 
trend in general industry or business promises to start 
a series of waves which will be reflected in increasingly 
profitable operation for every branch of the electrical 
industry. 


Table [V—Valuation of Additions and Extensions to Western Power Systems, 1926-1932 












1926 1927 
Hydro-Electric Generating Stations $ 45,000,000 $ 21,497,000 
Steam-Electric Generating Stations 25,000,000 13,711,000 
Transmission Systems 60,000,000 22,121,000 
Distribution Systems 40,132,000 49,878,000 


Miscellaneous Expenditurest 


Total... 


$170,132,000 


$107,207,000 





TNot included prior to 1928. 
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1928 1929 1930 1931 1932 
$ 22,588,100 $ 23,482,000 $ 39,007,000 $ 21,266,000 $2,900,000 
16,905,700 15,758,000 21,794,000 11,437,000 6,400,000 
18,575,100 27,902,000 15,662,000 18,969,000 12,400,000 
45,966,100 56,029,000 58,540,000 50,329,000 25,000,000 


3,284,000 


$107 ,319,000 


7,177,000 


$130,348 ,000 


4,797,040 


$139,800,040 


7,040,739 


$109,041,739 


46,700,000 
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Some Additions to Hydro-electric Generatgstior 





























DAMS CANALS AND TUNNELS PENSTOCKS HEAD § 
Reservoir 7 ; 
No. COMPANY PLANT LOCATION Type Capacity Height Type Dia. Length Dia. Length Type Static 
(Acre-ft.) (Ft.) (Ft.) (Ft.) (Ft.) 
(1) West Kootenay Power & Light Co., Ltd. Corra Linn Corra Linn Concrete 1,000 Oe  cktaebass 5. Reaesh i. nce 22’4" 54 Concrete 53 
No. 4 Falls, B.C. Gravity 
(2) U.8. Bureau of Reclamation.......... Prosser MN NEE, Asiavdis. ‘napseves cs SHS: ence 2 mi. 11’ 50 Concrete  42.3-33.2 
Wash. 
(3) City of Seattle, Light Department... .. Diablo Skagit River, Constant 90,000 389 Tunnel 19’6” 2,100 15’ 150 ~— Riveted 325 
Wash Angle 
( 4) Puget Sound Power & Light Company. Rock Island Columbia River Steel Gates 25,000 RR eee en a ee Salen Var 
Ne a ee See 
(5) Inland Power & Light Company...... Ariel Lewis River, Constant 220,000 GRY) exakeshe’<\ wenued’- Saweken 156" 130 —Riveted 260 
Wash. Angle 
eerie ag Se Na i ee ease 
(6) California Oregon Power Company.... Prospect So. Fork, Rogue Concrete ........ anna Canal 4’-5’ 6,400 66”-48” 3,252 Riveted 720 
No. 3 River, Ore. Gravity Tunnel 5’-6'6” 700 
Pipe 66” 5,312 
encanta a ee 
(7) Portland General Electric Company.... Station P TOT. cacexeee Swcececs sine a Tome ancees Reser ae Lah asoee a 
Clackamas River 
( 8)**Public Service Company of Colorado... Grand Valley Otte River, Tt t t t t t 2 (6’ 265 Steel) 76 
Colo. 
(9) U.8. Bureau of Reclamation.......... Hoover Dam Colorado River Arch 29,500,000 75: Sie. OF. vsetere i ___—— Steel 422-594 
Gravity 2Tunnels 30’ 
eencsseiil ch ae 
(10) Los Angeles Bureau of Power & Light.. San Francis- San Francisquito ft t t t t t 7-6’ 1,430 Welded 530 
quito No. 2 Canyon, Calif. 
(11) Southern California Edison Company _ Borel Kern River ie 2 - See oes 1,985 5’ 594 Steel 270 
PRRs septesveiiccdnnbsdnabncecacece Cee. ssakec 57,812 





tExisting structures or facilities will be used. 


*Abbreviations used are: G.E., General Electric Company; A.-C., AllisChalmers Manufacturing Company; 8.M.S., 8. Morgan Smith Company; West., Westinghouse Electric & Manufacturing ( 
Can. West., Canadian Westinghouse Electric & Manufacturing Company; Pelton, Pelton Water Wheel Company; N.N., N + News Shipbuilding and Drydock Company; Penn., Pennsylvania Transfor 


pany; D.E.W., Dominion Engineering Works, Ltd.; C.G.E., Canadian General Electric Company, Ltd.; El.. Mach., Electric hinery. 
Built by U. S. Bureau of Reclamation, operated by Public Service Company of Colorado for 25 years. 


Review of New Plants 
Shows Continued Growth 


Substantial Gains Recorded in Western water year, have tended to reduce both the number and 
Generating Facilities, Notwithstanding aggregate capacity of plant additions, but the West 
Lead Goniitiees ‘Which Beve Lowered finished 1932 with the impressive sum of 252,250 kva. in 


; new generating capacity. Of this, 189,750 kva. is in new 
Construction Rate of the Last Decade; hydro-electric plants and 62,500 kva. in steam-generat- 
Hydro Power Regains Supremacy in 1933 ing plants. 


From the hydro-electric standpoint, much was accom- 

ARGE developments which will in- plished during 1932. A resumption of a nearly normal 

sure an abundance of economical rate of precipitation not only returned the hydro plant 

power for the development of the to a place of favor as a generating unit, but also gave 

West are a feature of the 1932-1933 survey of electric to existing plants the means for again taking the base 

production in the eleven Western states. In general, cer- load of the various systems, as reflected by the fact 

tain adverse factors, included among which are a re-_ that 88.7 per cent of the generated power in the West 
stricted financial market, reduced consumption to the was produced by falling water during the year. 

amount of approximately 10 per cent and a normal Included in the 189,750 kva. of new hydro plants is 
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Some Additions to Steam Electric Gencrafftio 


























‘ 7 eA BOILERS ME M( 
No. COMPANY PLANT LOCATION — — = a FUEL — - = Ze 
No. Type Capacity Maker No. Capacity 
= 2 / es (Boiler hp.) (Kw.) 
(1) City of Tacoma, Light Department........... 0 22... .cceccceccces .. Hylebos Waterway..... 2 Stirling 1,620 PSM* Pulv. Coal 1 25,000 
ap a a IS ik Sno SseS AGE, cS ce sacs Glenarm St.......... Pasadena, Calif. DANS Laker Sa | belecas Oil and Gas 1 25,000 
ep I 66 55.9 a nc bee ok ln ea ese We CIN i ee ws eee es pe ott | ee See. § eee Oil 5 6,000 
(4) The Hawaiian Electric Co., Ltd............... a Honolulu 1 CrossDrum  ___...... B.&W. Oil 1 10,000 


“Abbreviations used are: A.-C., Allis-Chalmers Manufacturing Company; B.&W., Babcock & Wilcox Company; G.E., General Electric Company; H.O.R., Hooven, Owens, Rentschler Company; 5. 
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-raifations in the Eleven Western States, 1932-1933 
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PRINT IN BINDING 











-RIME MOVERS GENERATING UNITS PLANT CAPACITY (kw.) TRANSMISSION LINES 
; TRANSFORMERS PRESENT STAGE OF ESTI- 
Capacity Maker No. Coat Maker Presentor Ultimate Length Voltage Type DEVELOPMENT MATED No. 
(Hp.) (Kva.) Proposed (Mi.) (Kv.) COST 
19,000 DEW.* 3 15,000 C.G.E. 57,000 57,000 TU ee ee | ea eseewe Completed 1932 $3,600,000 (1) 
(hp.) (hp.) 
4,200 N.N. 1 3,000 G.E. 4,200 4,200 1-3,000-kva. Penn. 1.25 OS) iieewkiewe Completed 1932 444,000 ( 2) 
(hp.) (hp.) 
83,300 §8.M.S. 2 67,500 West. = =“ 7-22,750-kva. 123.4 220 Steel Tower § Under Construction 13,000,000 ( 3) 
(hp.) Pp.) 
21,000 A.C, 4 16,667 G.E. 60,000 180,000 13-10,000-15,000-kva. West. 82.5 110 Wood Pole Completed 1932 14,400,000 ( 4) 
Steel Tower 
61,000 §.M.S. 1 oy G.E. 45,000 160,000 3-18,750-kva., 110,000 volt 28 110 Wood Pole Completed 1932 8,500,000 ( 5) 
w. 
10,000 Pelton 1 Oe” ~secaes 7,200 7,200  3-8,000-kva. Maloney 6.82 66  WoodPole Completed1932 | — .......... ( 6) 
aeme ek maw \y., camebeaet, Widtdpiles cc bihener a 3. eemamell Cuba pabeneoaereteeaier a: | tkbaah deat “Reddebebenr - Kaetvaediedseceawvacas ( 7) 
2,300 Pelton 2 1,875 El.Mach. 4,600 4,600 4-1,250-kva. 17 23 Wood Pole Completed 1932 295,000 ( 8) 
as (hp.) (hp.) 
SORP °ahavcs 15 Me? * Gaeehe” auaees RE sddadbucudindecsivnden 125 88 Steel Tower Ist Units 125,000,000 ( 9) 
5,000 2 40,000 (hp.) Sept. 1935 
21,000 = N.N. 1 17,500 A.-C. 42,000 42,000 3-5,833-kva. G.E. T Tt T Completed 1932 600,000 (10) 
200 = Pelton 1 6,250 G.E 13,400 13,400 4-4,000-kva. 66,000 volt.G. BE. ..... 0 cue ww eee eee Reconstruction included 380,000 (11) 
(hp.) (hp.) 1 new unit, removal of 








the initial 66,600 kva. of the 180,000-kva. Rock Island 
development of the Puget.Sound Power & Light Co. 
on the Columbia River; the first 45,000-kva unit 
of the Inland Power & Light Co.’s Ariel Plant 
on the Lewis River; a 10,000-kva. unit for Pros- 
pect Plant No. 3 of The California Oregon Power 
Co.; a 45,000-kva. plant of the West Kootenay Light & 
Power Co. at Corra Linn Falls, B. C.; and a 17,500-kva. 
unit for the City of Los Angeles Department of Water 
& Power at its San Francisquito Plant No. 2, which 
brings that plant up to its ultimate capacity of 42,000 
kw. For 1933 the most important hydro-electric projects 
will be the work at Hoover Dam and the completion of 
the 135,000-kva. Diablo plant of the City of Seattle, 
Wash., work on which will be speeded by what appears 
to be a successful negotiation for Reconstruction 
Finance Corporation aid. 

As might be expected, a normal water year and de- 
creased consumption have caused a temporary recession 
in the rate of additions to fuel-burning plants. Com- 
pleted during 1932 were plants for the City of Tacoma, 
Wash., and the City of Pasadena, Calif., each being 
rated 25,000 kw., the former being one of the few plants 
on the Pacific Coast to burn pulverized coal. Early in 
1933 the first large-size diesel-electric plant in the 
country will be put into service by the City of Vernon, 
Calif. This plant, embodying an entirely new type of 
design, will have for its initial installation five 6,000- 





3 old units 


kva. diesel-driven units, which will be the largest yet 
to be used for stationary power generation. 

Future plant additions will depend largely upon the 
success of load-building efforts and the return to a 
normal rate of growth in the consumption of electric 
energy. Prior to 1929, plants were being rushed to com- 
pletion to meet the continually increasing demand for 
electric power. The temporary drop in consumption, 
small as it may be, provides an operating margin for 
most utilities which precludes the necessity for addi- 
tional generating facilities. Many utilities, however, 
now able to care for all demands on their systems, will 
be forced to install new capacity immediately after a 
definite upturn in consumption. Considering the fact 
that domestic consumption largely has offset the re- 
duction in industrial load, industrial machines, now 
idle, represent a potential demand for power which will 
be available immediately after business conditions im- 
prove. This is true in every section of the West, with 
the possible exception of southern California, where the 
electric utilities await the reservoir of power now being 
made available by Hoover Dam, the first of which will be 
ready in 1935. With the 1,500,000 kva. soon to be made 
available by this development, supplementary generat- 
ing facilities will be postponed until a definite increase 
in consumption makes them necessary. 

Regarding future trends in electric production in the 
West, it seems probable that both steam and hydro 


neragtions in the Eleven Western States, 1932-1933 
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‘ERATORS PLANT CAPACITY (Kw.) TRAMSMISSION LINES 
— ——  - — TRANSFORMERS _ - ~ 
pacity Maker Present or Ultimate Length Voltage Type 
.va.) Proposed (Mi.) (Kv.) 
000 G.E. 25,000 100,000 ee ee eee . Completed 1932 
at gen. voltage 
5,000 A.-C. ee re rn” —=—C core. 8  —  eetaeeen  Baphekes 
voltage 
a. +. ‘nets es Cr?  esessccne segheabdce. —accaces’ Under construction 
voltage 
500 West. ee... - aeasae > ¢ Liwetyemaeanieeesane 86 aaadedes 


nery Depot; West., Westinghouse Electric & Manufacturing Company. 
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CFE ER MORE 


Additions to Generating Capacity in the 
11 Western States, 1924-1933 














Hydro-electric Fuel-burning Total 

Year Capacity (kva.) Capacity (kva.) (kva.) 
PR. ccd) sp 2tdoncinen se 243,223 147,500 390,725 
SPR Gahan cE bh es cen ca epee 321,125 95,000 416,125 
EO otis dss Dae agusraeneee 111,500 116,805 228,305 
eae peritaaacireréts One 236,433 23,750 260,183 
PERE vewnvh e's Ghwis.6.e Ree 292,250 238,035 530,285 
DR vide vedtsteenbchte senna 98,250 103,750 202,000 
PO oxsv a cha oe we Ov eNeees 255,800 276,500 532,300 
ee ee ere Pe 136,000 131,000 267,000 
Rein cd neko eas wis ewer kee ae 189,750 62,500 252,250 
| ee ee ee ere 135,000 40,000 175,000 
Total for 10-year period.... 2,019,361 1,224,840 3,164,923 
Average for 10-year period.. 201,936 122,484 316,492 








*Projected. 


generation will share equally in electrical progress. 
With the development of practically all of the accessible 
hydro-electric sites, it becomes necessary to develop 
large blocks of power at more remote projects to pro- 
duce power economically. It therefore appears evident 
that future hydraulic developments will be more on the 
order of Rock Island, Ariel, Diablo and Hoover Dam. The 
continued growth of oil and natural gas pipe lines 
makes it possible to develop fuel-burning generating 
plants economically in the load centers near metro- 


politan areas. Already, cheap natural gas makes it pos- 
sible to produce a kilowatt-hour in certain California 
cities more cheaply than the same amount of energy 
can be brought in from existing hydro plants. 

Faced with increased activity from competitive power 
interests, it is logical that the electrical utilities will 
make every effort to reduce power costs and to improve 
service to the consumer. In such a program the economy 
of the most modern combustion equipment for fuel-burn- 
ing plants and the automatic operation for hydro-electric 
plants play a logical part. With continued progress in 
increasing the rating and reliability of diesel engines, 
it is possible that this type of prime mover may be 
utilized by large utilities to supply nominal load growth 
of certain parts of a system until such time as a large, 
high-economy steam plant may be justified. 

Reduced consumption in 1932 was responsible for 
postponing work on several large developments, among 
which are the Flathead project of the Montana Power 
Co., a 65,000-kw. steam plant for the Pacific Gas and 
Electric Co., and a 52,500-kva. addition to the Seal 
Beach plant of the Los Angeles Gas and Electric Corp. 
Resumption of work on these and other proposed de- 
velopments await only a definite upturn in consumption, 
which will be hastened by load-building efforts now 
under way. 


7. 


New Lines Provide 
Service Reliability 


and distribution facilities will ac- 

count for a large proportion of 
construction expenditures by utilities in the eleven 
Western states. Activity in this particular phase of 
electrical growth during the past year has been con- 
fined largely to strengthening existing systems with 
additional power lines rather than connecting new 
plants to load areas. 

By far the largest part of the 260 miles of construc- 
tion comprising 1932 transmission additions were in 
the 50-70-kv. class and were composed of relatively 
short individual sections between substations or be- 
tween systems, many being built on wooden structures. 
Probably the most interesting individual addition was 
made by the Northwestern Electric Co. in connecting 
its Albina Substation with the transmission line from 
Ariel power plant of the Inland Power & Light Co. 
This power line involved crossing the Columbia River 
near Vancouver, Wash., and three 110-kv., hollow-core, 
oil-filled submarine cables, the first of their kind, were 
used for this purpose. (See Electrical West, Nov. 1, 
1932, pp. 182-186, for complete details.) 

Construction budgets for transmission construction 
in 1933 probably will be spent for additions very simi- 
lar to those of the past year. The most important line 
contemplation for the year is that of the Metropolitan 
Water District to furnish power for construction activi- 
ties along the Colorado River Aqueduct, described else- 
where in this issue. 

Distribution additions, 22 kv. and below, also reflect 
the decreased consumption characteristic of 1932 load 
curves. As reported to ELECTRICAL WEST, 297 miles 
of urban construction and 1,103 miles of rural lines 


\ S IN 1932, additions to transmission 
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Additions to Transmission and Distribu- 
tion Systems Reflect Effect of Load- 
Building Campaigns; $37,400,000 Ex- 
pended in 1932 for New Construction 


were added during the year. Projected additions for 
1933 include 230 miles of urban and 1,097 miles of 
rural construction. 

In practically all sections of the West, reports indi- 
cate that distribution maintenance and new construc- 
tion are giving the utilities an opportunity to spread 
employment. Indications are that much of the 1932 
distribution budgets will be devoted to converting over- 
head circuits to underground. The cities of Pasadena, 
Riverside and Los Angeles already have started such a 
program, and underground additions are being made in 
Portland, Ore., and Long Beach, Calif. 

The City of Tacoma reports that the practice of set- 
ting small transformers close to range and heating 
load and increasing the size of copper in the neutrals 
to avoid unbalanced load in the ranges is proving sat- 
isfactory, particularly in reducing the number of radio 
interference complaints. This utility also is experiment- 
ing with twisted three-condyctor secondaries to im- 


Miles of Distribution Construction in the West 








22 KV. AND BELOW 


Urban Rural 
State 1932 1933* 1932 1933* 


Arizona ; ndcae 9 11 20 35 
California 125 100 379 468 
Colorado....... eae ; 13 10 34 27 
Idaho.. pth aca caeoie eae ; 9 4 110 52 
MNS. cous ccGeheseuesamee 15 10 100 60 
RR wa owe ees bawwen hana se 32 19 165 125 
Nevada....... 3 5 25 20 
INOW DOCREOO 2k cic accwtuee : 5 s 15 20 
Utah.. sean oe 7 4 21 30 
Washington. ee ee : 64 51 180 200 
I ia os GO acunlacen aici 5 3 10 21 

5 44 30 


British Columbia......... iW 10 


297 230 1,103 1,089 


*Projected. 


Electrical West, Vol. 70, No. 2 





| 





ARIZ 





I 





he A 








BRIT 








West 


West 





CALI 





( 


\ 


Pacifi 


ity 
fidla 


Pacifi 


acifi 


Pacifi 


South 


in J 


rath 
Lte 


Lte 


South 


sy 


Lte 


yuth 
Lt 


outh 
Lt 
outk 
Lte 


Nort 








Some Additions to Transmission Line Construction in the Eleven Western States, 1932-1933 

















Company Location Length Voltage No.of Supporting Conductors Insulators Spans (Ft.) Status Cost 
(Mi.) (Kv.) Circuits Structures Av. Max. 
ARIZONA 
The Arizona Power Co. halecun .Arizona Metal Mines to 3.6 44 1 Wood pole No. 4 copper Pin-type, West.* 300 547 Completed 1932 $ 4,000 
Hassayampa Gold Anaconda 
Mines 








BRITISH COLUMBIA 














West Kootenay Light & Power Co., Ltd.. Kelowna to Oyama 11.34 60 1 Wood pole 90,000 circ. mil, Pin-type, C.O.B. 200 317 Completed 1932 33,925 
str. copper 
West Kootenay Light & Power Co., Ltd..Tadanac to Corra Linn 30.95 60 1 Wood pole 300,000 cire. mil, Pin-type, C.O.B. 250 1,656 Completed 1932 143,825 


str. copper 





































































































CALIFORNIA 
City of Los Angeles System ties 11.4 33 ; Wood pole Str. copper Pin-type, O.B. 180 180 Completed 1932 
Midland Counties Public Service Corp.. .San Luis Substation 7.20 70 2 Steel, P.C.S. 3/0 str. copper West. 6-unit susp. 895 1,934 Under construction 60,000 
Tie Line 
Pacific Gas and Electric Co. Cordelia to Marin 5.25 60 1 Steel 2/0 str. copper 7-unit susp. 8 d.c. 800 800 Completed 1932 101,600 
Pacific Gas and Electric Co. Mud Slough to 12.0 60 2 = Steel 250,000 cire. mil, 6-units susp. 800 1,000 Completed 1932 200,000 
Redwood City str. copper 
Pacific Gas and Electric Co. Napa to St. Helena 22.3 60 1 Wood pole 13.5 mi. 2/0 str. Pin-type 250 800 Completed 1932 80,000 
copper 
8.8 mi. 1/0 str. 
copper 
acific Gas and Electric Co. Cordelia to Napa 12.0 60 1 Wood pole 2/0 str. copper Pin-type 300 1,000 Completed 1932 60,000 
in Joaquin Light & Power Corp. .. Incline Sub. to 5.09 30 1 Steel, P.C.S. 3/0 A.C.S.R. Locke 18401, 4-unit 625 2,110 Completed 1932 50,000 
Yosemite Nat'l Park susp., 5-unit d.e. 
southern California Edison Company Saticoy to Santa 18.5 66 1 Steel 2/0 str. copper 4-unit cap & pin, 1,000 3,214 Completed 1932 648,000 
Ltd.... Barbara susp., 5-unit d.e. 
Southern California Edison Company Carpinteria to 11.0 66 1 Steel 2/0 str. copper 5-unit cap & pin, 1,000 3,193 Completed 1932 
Ltd. Santa Barbara susp. 
vuthern California Edison Company Casitas to 20.0 66 1 Steel 2/0 str. copper 5-unit cap & pin, 1,000 3,191 Completed 1932 
Ltd, Santa Barbara susp. 
Southern California Edison Company Saticoy to Casitas 10.0 66 2 Steel 2/0 str. copper 5-unit cap & pin, 1,000 2,894 Completed 1932 89,400 
Ltd susp 
Southern California Edison Company Carmenita to Katella 7.0 66 1 Wood pole 4/0 str. copper 4-unit fog-type susp. 175 400 Under construction 24,000 
Ltd. 
Southern California Edison Company Lighthipe to Fairview 26.5 66 1 23 mi. Wood pole 4/0 str. copper 4-unit fog-type susp. 175 400 Completed 1932 136,000 
Ltd, 2 mi. Steel 
ithern California Edison Company Lighthipe to Oceanview 9.0 66 1 4.5 mi. Wood pole 4/0 str. copper 4-unit fog-type susp. 330 400 Under construction 28,000 
Ltd 4.5 mi. Steel 
ithern California Edison Company Lighthipe to Katella 6.0 66 1 Wood pole 4/0 str. copper 4-unit fog-type susp 175 400 Completed 1932 18,000 
Ltd 
ithern California Edison Company Laguna Bell to Chino 8.5 66 1 Wood pole 4/0 str. copper 4-unit fog-type susp. 175 270 Under construction 51,000 
Ltd ‘ 
ithern California Edison Company Ripple to Glendale 3.3 66 1 Wood pole 4/0 str. copper 1.7 mi. Lapp post-type 150 ... Completed 1932 9,200 
Ltd ; 1.6 mi. 4-unit fog- 
type susp. 
ithern California Edison Company Eagle Rock to 4.5 66 1 Wood and steel 4/0 str. copper 5-unit cap & pin, 160 1,000 Completed 1932 19,850 
Ltd. : Garfield No. 1 susp 
4-unit, fog-type 
irlock Irrigation District ..-Delhi to Hilmar 5.0 60 1 Wood pole, Baxter No.4 str.copper Lapp. 4-unit susp 203 210 Completed 1932 12,000 
Metropolitan Water District ...Colton to San Jacinto 45.0 66 1 Wood pole Copper West. 5-unit susp. ... Under construction 
Tunnel Location 
Metropolitan Water District : 30.0 33 1 Wood pole Copper Pin-type Under construction 
OREGON 
e California Oregon Power Company. . Prospect No. 3 to 6.8 69 1 Wood pole 1/0 copper 4-unit susp., 300 300 Completed 1932 24,000 
Prospect No. 2 5-unit de. 
vorthwestern Electric Co West Vancouver Sub. 0.913 110 1 Submarine cable 750,000 circ. mil Completed 1932 175,000 
to Albina Sub. hollow-core, oil- 
filled cable, G.E. 
rthwestern Electric Co West Vancouver Sub. 9.0 110 1 Wood pole 795,000 A.C.S.R.  4-unit susp., W.H. 200 240 Completed 1932 90,000 
to Albina Sub No. S-571037, Locke 
18400, Thomas No. 
1191-a-10 
WASHINGTON 
wet Sound Power & Light Co. Olympia to Elma 19.75 55 1 Wood pole Nos. 1, 2 and 4 3-unit susp. 220 800 Completed 1932 48,000 
copper 
5. Bureau of Reclamation Prosser Power Plant 1.5 66 1 Wood pole No. 1 copper Pin-type 300 600 Completed 1932 3,600 
Tie 





I! 





*ABBREVIATIONS:—Poles and Towers: Baxter, J. H. Baxter & Co.; P.C.S., Pacific Coast Steel Company. Conductors: A.C.S.R., Aluminum Company of America; Anaconda, Anaconda Copper 
ning Company; G.E., General Electric Company. Insulators: Lapp, Lapp Insulator Company, Inc.; 0.B., Ohio Brass Company; C.0.B., Canadian Ohio Brass Company; Locke, Locke Insulator Corpora- 
i; Thomas, The R. Thomas & Sons Company; West., Westinghouse Electric & Mfg. Co. 
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prove load distribution between banked transformers. 
Continued efforts to develop satisfactory low-cost un- 
derground systems are reported also. One utility now is 
making an installation to be reported on in detail later, 
which gives promise of success along these lines. 
Rural construction has been given impetus by the 
“back-to-the-land” movement prevalent in 1932 in many 
localities. Those leaving the cities are unwilling to 
forego the conveniences of electricity, and such cus- 
tomers, being familiar with the conveniences of load- 
building appliances, represent good prospects for the 
sale of such equipment. Most Western utilities are en- 
deavoring to discover ways and means to reduce the 


v 








Fig. 1—Cross-section through the Hoover power plant 


Plans Now Contemplate Colorado River 
Power Will Be Available Late in 1935; 
Final Power House Design Practically 
Completed and Bids on Five Original 
Units Will Be Opened Early This Year 


ITH the Colorado River diverted, 
W wor well under way on the 
foundations of the dam and power 
house, and general progress on the Hoover Dam devel- 
opment well over a year ahead of schedule, events of 
importance to the electrical industry during 1933 will 
be the completion of the final design of Hoover Dam 
power house and the bidding on initial equipment for 
this gigantic power development. Designed for an ulti- 
mate installation of 1,317,500 kva., this power plant will 
be three times larger than either the Niagara Falls 
(United States plant) or the Muscle Shoals develop- 
ment. Work on the power house will start in February, 
1933, and schedules now specify the completion of the 
two wings by September, 1934, the center portion being 
scheduled for completion in July, 1937. The first unit 
of the power plant should be in operation by Septem- 
ber, 1935. 


50 


v 





cost of service to the rural customer. The problem is 
being attacked from two sides, one by endeavoring to 
increase the individual farm load and the other by 
economical design of service facilities. 

In spite of the stagnation of industrial demand, load 
increases gained from domestic and rural customers 
have maintained total consumption at levels not far 
from those of 1929. Load building quotas for 1933 are 
larger than ever, and the success of these efforts in 
1932, combined with cooperation from the entire elec- 
trical industry, promises results which will demand an 
appreciable increase in distribution facilities during 
1933. 
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“19*0" Dra. penstock tunnels 


/50' Dia. diversion tunnel 


Low water surfoce | 
El 625.0 with river | 
bed eroded | 








From the general plan of the development (Fig. 2), 
it will be seen that Hoover power plant will be located 
immediately below Hoover Dam and will be a U-shaped 
structure with the base of the U across the downstream 
toe of the dam, with one wing on each side of the river. 
Generating units to be installed in the wings of the 
power house will have an ultimate capacity of over 
1,300,000 kva. and will be made up of fifteen 50-cycle 
main generating units rated at 82,500 kva. and two 60- 
cycle units rated at 40,000 kva. 

From the general arrangement it will be seen that 
there will be four intake towers, two on each side of 
the river, immediately upstream from the dam. Each 
tower will control one-quarter of the water supply for 
the turbines in the power plant and each will have two 
cylinder gates so that the water can be shut off from 
any one of the four main penstocks without interfering 
with the operation of the other three. Steel penstocks 
30 ft. in diameter and installed in the two 50-ft. diam- 
eter diversion tunnels and the two main penstock tun- 
nels will conduct the water from the intake towers to 
the individual penstocks and to outlet valves. Each 30- 
ft. diameter main penstock will connect with four 
branch penstocks, each 13 ft. in diameter, to conduct 
water to the main turbines. The two 55,000-hp. units, 
however, both will be connected to the downstream 
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COLORADO RIVER 


Fig. 2—General plan of Hoover dam, power house and 

hydraulic works. At present, the Colorado River is flowing 

through the 50-ft. diversion tunnel on the Arizona side, the 

river bed is unwatered and work is proceeding on the foun- 
dation of the dam and power house 


13-ft. diameter branch penstock from the upper pen- 
stock tunnel on the Arizona side. 

Turbines will be of the vertical-shaft, single-runner, 
spiral-casing type. Those rated 115,000 hp. will be de- 
signed to operate at a nominal speed of 150 r.p.m. 
Generators driven by these turbines will have 40 poles 
and will operate at 50 cycles. The 55,000-hp. turbines 
will be designed to operate at a speed of 2571/7 r.p.m. 
Generators for the latter will have 28 poles and will 
operate at 60 cycles only. Hoover plant turbines will 
operate under a maximum head of 590 ft. and an aver- 
age head of 530 ft. 

Approximately $17,000,000 will be expended for ma- 
chinery to be installed in the power plant by the gov- 
ernment. Late in 1932, conferences were held with 
representatives of the utilities and equipment manu- 
facturers to complete final plans for the design of the 
generators. Of the installed capacity of the plant, the 
two 40,000-kva. units will supply power for the Southern 
Sierras Power Co. and the Los Angeles Gas and Electric 
Corp., five of the 82,500-kva. units will be for the City 
of Los Angeles Bureau of Power and Light and also 
will supply several smaller municipalities who have 
contracted for this power. Power for these cities will be 


Fig. 3—Installation diagram of Hoover power plant genera- 
ting units, showing their allocation and date of initial 
operation 
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generated and transmitted by the Bureau of Power and 
Light. Four of the remaining main generating units 
will be for the Metropolitan Water District of Southern 
California and will furnish power for pumping purposes 
along the district’s aqueduct, another four will generate 
power for the Southern California Edison Co., Ltd., and 
the remaining three units will be installed in the City 
of Los Angeles group and used to furnish power for the 
states of Arizona and Nevada in event these states 
eventually can utilize the power which has been allo- 
cated to them. 

Units for the City of Los Angeles are to be designed 
for both 50-and 60-cycle operation so that the gen- 
erators will have a very large flywheel effect to improve 
system stability. To meet these requirements, units of 
increased dimensions are required and some increase 
in the original power house building plan will be neces- 
sary. Bids on five of the 115,000-hp. turbines and two 
55,000-hp. turbines will be opened this month, marking 
awards for the first equipment for the power house. 

Present plans contemplate that there will be one bank 
of transformers for each two main generators and that 
the transformers will be located at the power plant and 
connected by means of overhead high voltage circuits 
to the high voltage switching station located on the rim 
of the canyon on the Nevada side of the river. Low 
voltage oil circuit breakers will be provided on the 
primary side of the transformers so that a spare unit 
can be substituted for any unit in the city and Metro- 
politan Water District group. The final arrangement of 
the low voltage switch structure has not yet been de- 
cided upon. 

Transmission of power from the Hoover plant will be 
under the jurisdiction of each of the interested utilities. 
While no definite decision has been reached, it is con- 
templated that a common voltage for the transmission 
circuit will be agreed upon. The City of Los Angeles 
Department of Water and Power, the Southern Cali- 
fornia Edison Co., Ltd., and the Metropolitan Water 
District contemplate two circuits each from the Hoover 
power plant. Four of these will transmit the power some 
325 miles to Los Angeles, the two for the Metropolitan 
Water District will provide a 400-mi. loop circuit along 
the aqueduct route for pumping. The Southern Sierras 
Power Company, now delivering power to the dam site 
over a single-circuit steel tower line at 80 kv., contem- 
plates utilizing this line for transmitting power from 
the dam by raising the voltage to 132 kv. when the 
power is made available. 
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Longitudinal section through one wing of Hoover Dam power 
plant. Physical size of these units is indicated by their in- 
Stallation on 62-ft. 6-in. centers 


Transmission line studies are being made by the Los 
Angeles Bureau of Power. and Light under the direc- 
tion of B. Cozzens, who is working with Prof. J. 8. Car- 
roll at Stanford University. Results of this work promise 
further pioneering in high voltage transmission engi- 
neering, the proposed figure being 275 kv. for Hoover 
Dam transmission lines. Studies also are being made 
on the types of structures most suitable for the mechan- 
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ical loads, climatic conditions and electrical charac- 
teristics of circuits involved in bringing Colorado River 
power into the metropolitan area of southern California. 

Any description of the Hoover Dam power house 
fairly depletes the list of superlatives. With the greatest 
installed capacity and the largest generating units in 
the world, with transmission lines which will set new 
world’s records for capacity and voltage, and with a 
unique hydraulic and electrical layout, this pioneering 
in advanced engineering practice will command a high 


place in world attention long after its completion in 
1937. 
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Colorado River Aqueduct 


1933’s Outstanding Electrical Project 


Its Completion, Six Years Hence, Will 
Provide Southern California With 1,000,- 
000,000 Gallons of Colorado River Water 
Daily and Will Set a New Record for 
Electrical Utilization in the 200,000 Kw. 
Needed for Pumping En Route 


IVEN impetus by the need for imme- 

(jiiate employment, the Metropolitan 

Water District has surmounted the last 

of the legal, financial and labor organization obstacles 
and started the construction of the Colorado River 
Aqueduct which will supply the south coastal basin 
with a billion gallons of Colorado River water daily. 
By far the largest water development project ever un- 
dertaken, the Colorado River Aqueduct eclipses even 
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Hoover Dam in magnitude of the investment involved. 
Composed of the member cities of Los Angeles, Long 
Beach, Pasadena, Glendale, Burbank, Beverly Hills, 
Santa Monica, San Bernardino, Compton, Torrence, 
Santa Ana, Fullerton and Anaheim, the Metropolitan 
Water District aims to insure adequate water supply 
for the metropolitan area of southern California. The 
thirteen cities forming the district now have a popu- 
lation of 1,665,800, which, it is estimated, will increase 
to 2,500,000 in 1940 and reach 5,000,000 by 1980. 
Exhaustive topographical and geological studies of 
the desolate desert area between the rich coastal basin 
and the Colorado River have been pursued since 1923, 
to the end of determining the most feasible route, loca- 
tions for storage, dam site and other important data for 
the aqueduct. So exhaustive was this study that a total of 
60 routes for the aqueduct were considered and analyzed 
before the present Parker Route was selected. Combined 
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construction and operating costs of the Parker Route 
were the lowest of the six routes finally considered, and 
it is estimated that over $218,000,000 will be necessary 
for present and near-future construction requirements. 
Money to start operations immediately is available as 
the Metropolitan Water District voted its $220,000,000 
bond issue last September and the Reconstruction Fi- 
nance Corporation has pledged to purchase these bonds 
up to an amount of $40,000,000. Work now is under way 
on the construction of the transmission line along the 
aqueduct site and preparations will be completed for 
beginning work on the tunnels early this year. 

To appreciate the magnitude of the project, consider 
that the aqueduct involves the construction of a dam 
across the Colorado River approximately 90 miles below 
the site of Hoover Dam, over 84 miles of concrete-lined 
tunnel, 54 miles of conduit, 75 miles of lined canals, 
241% miles of concrete pipe line, in all totaling over 240 
miles, from the Colorado River intake to the Cajalco 
reservoir near Riverside, from which point distribution 
to the various cities will begin. The aqueduct traverses 
a country alternately desert and mountainous; plans 
include raising the water from an elevation of 450 ft. 
to an elevation of 1,817 ft. in a series of pumping plants 
along the route. 

The main aqueduct is designed to deliver an average 
flow of 1,500 sec.-ft., which, with allowances for losses, 
brings the peak capacity to 1,605 sec.-ft. Canals, con- 
duits and tunnels have been designed for this flow, the 
latter two to be roughly 16 ft. in diameter. The canal is 
to have a bottom section. 22 ft. in width, with sides 
having a 11% to 1 slope, and is designed to carry water 
at an 11-ft. depth. 

Preliminary construction activities include the con- 
struction of permanent gravel roads for transporting 
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Fig. 1—One-line diagram of the switching structure and bus 
arrangement at a proposed pumping plant on the aqueduct 
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men, machinery and materials along the site of the 
aqueduct, field headquarters buildings, living quarters 
for construction crews, telephone and water supplies 
and adequate power facilities. As the work progresses, 
crews will be employed at numerous points along the 
entire aqueduct to speed its completion. 

In a project of this type, where much excavation, 
material handling and concrete placing is necessary, 
electric power has proved advantageous in practically 
all instances: In the tunnels, compressors, muckers, 
blowers and mine locomotives; for the canal and con- 
duit work, draglines and shovels; in the quarries and 
mixing plants and in serving camps where workers are 
housed, electricity has been found to provide better 
working and living conditions, as well as speeding 
activities economically. 

The decision to make electric power available 
throughout the length of the aqueduct was made only 
after careful comparison of the cost of doing the work 
electrically with that of doing it by other means. It was 
found that if combustion engines could be justified 
for major pieces of equipment such as compressors and 
draglines, there would remain a great variety of jobs 
which would have to be done either by the use of a 
multiplicity of small internal combustion units often 
located in most inconvenient spots, requiring constant 
attention and much water valuable in this arid district, 
or else by electricity supplied by small engine-driven 
generators. The aggregate cost of operation and main- 
tenance of this multiplicity of small, individually-driven 
units amply justifies the substitution of electric power 
supplied through some large central source. 

Consideration then was given to the question of 
whether the necessary power should be obtained from 
one or more diesel plants located along the route of the 
aqueduct, from a steam plant to be built by the district 
near the sea coast, or from existing power sources in 
southern California. Bids received on the three alter- 
natives showed that power purchased at wholesale from 
three of the large operating companies in southern 
California would be most economical. Accordingly, a 
contract was executed with the Southern California 
Edison Co., Ltd., the Los Angeles Gas and Electric 
Corp. and The Southern Sierras Power Co. for delivery 
of power to the district at 63 kv. at Colton, Calif. It is 
estimated that the total demand will be between 15,000 
and 25,000 kw. when construction activities are at their 
height. 


No electric power lines are available in the desert 
region traversed by the aqueduct. It therefore will be 
necessary for the district to build its own transmission 
line from Colton to points where power will be needed 
along the route. With the present plan, a 63-kv. trans- 
mission system will serve five substations located at 
approximately equal intervals along the route. Substa- 
tions, which will have a capacity of approximately 6,000 
kw. each, will transform primary power for 34.5-kv. 
distribution feeders which will run as close as possible 
to the site of the work to be done. Selection of these 
voltages was made after an economic study of the dis- 
tribution system. It was found that voltages of 11.5 kv. 
or 16.5 kv. were inadequate because of the 20- to 30-mile 
length of many of the feeders. On the other hand, owing 
to a marked increase in the cost of 63-kv. transformers as 
compared with 34.5-kv. transformers, it did not pay to 
eliminate the distribution system altogether and to 
serve each individual construction load from the small 
63-kv. transformer banks. The selection of the 34.5-kv. 
distribution system has the additional merit of allowing 
the main 63-kv. transmission system to be kept away 
from the aqueduct route except at substation sites, thus 
eliminating many hazards due to blasting, draglines, etc. 
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Along the 34.5-kv. distribution system will be many 
small banks of transformers serving each individual 
load at 2.3 kv. As indicated in Fig. 2, the last 63-kv. sub- 
station is at Granite Mountain, where extensive tunnel- 
ing operations will occur. There also will be a load of 
several thousand kilowatts at Parker, but in the inter- 
vening 50 miles there will be comparatively little load, 
the work consisting chiefly of canal digging. Therefore, 
Parker will be served only by a 34.5-kv. feeder from 
Granite Mountain, a synchronous condenser to be in- 
stalled to maintain proper voltage. 

Maintaining satisfactory operation of motors as re- 
mote from the source of supply as Granite Mountain 
and Parker is an important problem. The distance from 
Colton to Parker is over 200 miles, and Colton itself will 
be at least 50 miles from the large generating plants at 
the sea coast. This 200-mile transmission line will lack 
the stabilizing influence of a metropolitan load: The 
amount of power transmitted is small and the voltage 
lower than the usual commercial lines of corresponding 
capacity. In addition, the load consists wholly of motors 
and it is necessary in designing such a system to make 
provisions for operating well within the stable power 
limit. This is true whether the load consists of syn- 
chronous or induction motors, for the latter have a 
definite breakdown as do the former. 

The most effective means of raising the power limit 
on the transmission system is to maintain a high level 
of voltage at the load. For best results this should be 
done through a medium of synchronous machinery 
rather than by a ratio adjustment of the load trans- 
formers. Accordingly, it is planned to install at the sub- 
stations synchronous condensers whose capacity will be 
sufficient to hold the voltage of the system at a high 
level. For construction work a quality of service equal 
to that of the metropolitan systems is neither necessary 
nor economical and the very fact that the district 63-kv. 
system will consist of only one line for so much of the 
route makes an occasional interruption inevitable. How- 
ever, it is believed that the system has been designed 
so that it will operate satisfactorily under normal con- 
ditions, will be able to recover readily such interrup- 
tions as may occur, and will not be too easily susceptible 
to breakdowns as a result of momentary voltage dips on 
the utility systems supplying the Colton delivery point. 

The district will furnish 3-phase, 60-cycle, 2,300-volt 
power to the contractors, but each contractor must in- 
stall his own distribution system and provide the neces- 
sary standby power. A charge of one cent per kilowatt- 
hour will be made for an average power factor of 95 
per cent or better, with an additional charge of 0.04 
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Map of the equeduct route showing the relationship between the Metropolitan Water District development and 
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Hoover Dam. Locations of construction substations and proposed pumping plants are indicate 
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mills for each one per cent by which the average power 
factor falls below 95. The penalty thus imposed for 
poor power factor will make it necessary for contractors 
to give careful consideration to the type and location of 
equipment used in the work. 

In the temporary power system, it is contemplated 
there will be 323 miles of 66-kv. transmission line with 
an additional 270 miles of lower voltage distribution 
line. The construction of a portion of the 66- and 33-kv. 
lines already is under way and their completion will 
signalize the starting of actual excavation in the San 
Jacinto tunnel. 

To complete the project will require possibly six 
years work, and it is estimated that the activity during 
this period will employ an average of 10,000 men di- 
rectly on the scene of operations, together with giving 
employment to thousands in industries which will sup- 
ply materials and fabricate and transport them to the 
site. As previously stated, the aqueduct will deliver a 
billion gallons of water daily, which must be raised a 
total of some 1,600 ft. in five pumping plants located 
along the route. The tremendous amounts of energy 
necessary to perform this work will be supplied from 
generating facilities at Hoover Dam and supplemented 
with certain power producing stations on the aqueduct. 
With the completion of Parker Dam, which will raise 
the level of the Colorado River about 72 ft., some 40,000 
kw. will be available, approximately half of which will 
be allocated to Arizona and the remainder to the Metro- 
politan Water District for use in pumping. Raising the 
water from the river to the Copper Basin reservoir in- 
volves an average lift of 550 ft., which will require 
139,000 hp. of pumping capacity. Seventy miles further 
along the aqueduct, Iron Mountain pumping station, 





Estimated Costs and Yearly Construction Expenditures 





Total cost of Parker diversion dam.................... $ 13,900,000 
“TORRE COGt OF MERE GOMOGMES. .c. kc cccccnccccccescce 121,000,000 
Total cost of power transmission lines.................. 8,200,000 
Total cost of pumping stations........................ 13,500,000 
Total cost of terminal storage......................... 17,000,000 
Oe GE ie IEE ona sk pw cenecsecddreceedes 45,000,000 

Ee el verona sc nevaasociws oceanaras $217,600,000 
Expenditures during the first year..................... $ 9,000,000 
Expenditures during the second year................... 18,000,000 
Expenditures during the third year.................... 29,000,000 
Expenditures during the fourth year................. 46,000,000 
Expenditures during the fifth year..................... 55,000,000 
Expenditures during the sixth year.................... 60,600,000 








Partial List of Equipment Necessary for the Construction and 


Operation of the Aqueduct 


Fs ME I inks. 5 6 hoes eis eek oe Conde oeccs 400 miles 
ee i cab ewcaeededeeen tka 300 miles 
33-kv. transmission line.............. Rewke ad ak neSs 275 miles 

Distribution copper. ...... . .2,500, aoe Ib. 


Construction substations (6,000 kw. —66/33- kv. +. puwaaa ee 
Pumping station substations (totaling 350,000 hp. Petdiaaea eds 3 
Generating plants (40,000 kw. installed). haw A 


Construction equipment * 


Electric mine locomotives. . . 


Tunnel shovels and mucking OAS St eae re 100 
oa onc A Nats cate wcdaweananvhivapbas 40 
i Slee Sn he cb ne acd eb PRA E Ae aae te ior ae 
dE Cee me eos wes ghee bak Cae ak waa in tele ee 2 
ee ee ree F eerie, ere re reer 110 
ad cid a v:0'd aur nc Cehcn bance wean eee 70 
Vembiinting fame and Ghowere......i ccc ccc cc sccensccccccnces 75 
Sg aie sie a akties a owe ek ame aaa 25 
I 6d = icy Ve ete ena ule eee eawek enc 60 
Refrigerating plants fOF CAMPS. 2.0... cc ccccscccccccccccccess 75 
I I 6 oaks oe cscducccdeecedeabkbewni ees ees 40 


*Contractors will set up their own 2,300-volt distribution stations 
and will supply miscellaneous construction equipment such as cables, 
motors, control, etc. No figures on the quantities of such materials 
are yet available. 
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with a lift of 137 ft., will require approximately 34,500 
hp. of installed capacity, and at the 112-mile mark 
Entrance Hill pumping station will require an installed 
capacity of over 100,000 hp. to lift the water 415 ft. so 
that it may resume its course into Hayfield reservoir. 
Water from Hayfield reservoir will be pumped 460 ft. 
higher to the summit of the aqueduct route, which will 
require approximately 117,000 hp. The remaining dis- 
tance to Cajalco reservoir is on a gravity route. At the 
Cajalco reservoir further distribution of the water may 
be made to develop approximately 46,000 kw. at some 
future time. 

The quality of the water has been subjected to an ex- 
haustive engineering analysis. As reported by the Col- 
orado River Aqueduct Engineering Board of Review, 
silt and a rather wide variation in mineral content from 
the flood to dry seasons are the two most important 
problems to be solved. Sewage and industrial pollution 
are negligible factors due to the low population den- 
sity in the area drained by the river. Practically all 
of the silt will be removed by sedimentation while the 
water is stored in the reservoirs at Hoover Dam and 
Parker Dam, and along the aqueduct route it is expected 
storage will also tend to equalize the mineral content. 

Pumping plants along the aqueduct as now contem- 
plated are based on the use of single-stage pumps up to 
275 ft. per stage of head. When the head exceeds this 
amount, two or more separate pumps, each operated by 
its own individual motor, are to be used in series. A 
typical pumping plant as covered by the specifications 
includes a 220-kv. double-bus substation from which 
three banks of 220/11-kv. oil-immersed, water-cooled 
transformers are fed. Pump motors are to be grouped 
in units of three, each group being fed from one bank 
of transformers through common starting and running 
11-kv. buses. At present, it is contemplated that the 
synchronous motors will be used for all pump drives in 
the system. In designing these plants, the size of indi- 
vidual transformers was not allowed to exceed 12,000 
kw. on account of difficulty in transportation in this 
area. This size meets all requirements satisfactorily 
and fits into the proposed grouping of units satisfac- 
torily. To reduce torque during starting, pumps will be 
drained and motors started on reduced voltage. 

The bulk of the power for pumping must be supplied 
from Hoover Dam through a 400-mile, 220-kv. trans- 
mission line. This voltage is in line with recent practice 
for the amounts of power and distance of transmission. 

As contemplated, the transmission line will be single 
circuit mounted on steel towers, using steel-reinforced 
aluminum conductors. The 220-kv. system will feed sub- 
stations located near the pumping plants. Outdoor 
transformer and switching equipment will be used 
wherever possible. 

While the construction operations will provide un- 
usual opportunities for electrical application, the opera- 
tion of the completed project involves the use of elec- 
trical energy in quantities which far surpass any 
previous application of this type. Approximately 350,000 
hp. will be the average load of pumping plants on the 
aqueduct. The high concentrations of power, together 
with the fact that the entire load is of synchronous 
motors, makes it one of the most interesting and im- 
pressive applications of its type in the world. 

Frank E. Weymouth, formerly chief engineer of the 
U. S. Bureau of Reclamation, is in charge of the project, 
and Julian Hinds, assistant chief engineer and chief 
designing engineer, is second in command. J. M. Gay- 
lord, formerly superintendent of hydro generation for 
the Southern California Edison Co. Ltd., is electrical 


engineer in charge of all electric construction and 
operations. 
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ommercial Forces Dig In 


ORE than once the economic strug- 

M gle of the past three years has been 

likened to the world war. As in 

that titanic period of destruction, the world at first felt 

that the depression could not last six months; like the 

war, it is dragging on into its fourth year. And so, 

with the spring of 1933, one finds the electrical indus- 

try digging in for the spring maneuvers sure to come, 

for the dragging days of summer, and, if need be, for 

next winter. And like the allied forces during that 

fourth year, a determined counter-attack is planned on 
many strategic fronts. 

During 1932 there were many a Verdun fought on 
the economic field. Redoubtable companies grimly held 
their positions with the battle cry of that other con- 
flict: “They shall not pass!”, the “they” in this case 
being the forces of further deflation, demoralization 
and liquidation. On some fronts the load line gave, 
with serious kilowatt-hour losses suffered. In the in- 
dustrial districts, on some agricultural fields, to some 
extent in commercial centers, retreat was forced to 
less consumption, even to sealed meters. 

On the domestic markets, however, some real gains 
were made. In lighting, too, some of the lost load was 
regained, particularly in one or two brilliant drives. 

Casualties in sales staffs, brought about by sales 
budget explosions, were more than replaced by the 
general mobilization of the entire personnel of many 
companies. These new forces were armed with prospect 
slips, inspired by bulletins, and trained in meetings to 
supplement the salesmen in the field. The California 
Oregon Power Co., for example, had 75 per cent par- 
ticipation from its entire force in all of its scattered 
outposts during a determined campaign with kitchen 
lighting units. Another company assigned one kilowatt 
per man, and nearly every man got his kilowatt. 

Everywhere, power company forces last year re- 
cruited, and this year will continue to recruit, volun- 
teer dealer battalions. They have found in them many 
strong individual fighting units, and their pugnacious- 
ness and internecine trade difficulties have fitted them 
especially well in skirmishing warfare, if only this 
fighting spirit can be redirected from within the in- 
dustry to the common foe outside the industry. These 
valuable scouts and marksmen, when organized, trained 
in the industry’s armies, often render distinguished 
service to the cause. So independent are they, however, 
that mutiny and dissension are incipient unless their 
whole-hearted support and enthusiasm is won. Com- 
manders everywhere seem to be making it their per- 
sonal responsibility to win this force as volunteers. 

Gas warfare took its toll in 1932, as competing fuels 
were loosed either from “cans” or pipe lines sapped 
into hitherto-unaffected areas. The casualties among 
electric ranges, electric heating and farm pumping 
plants were the chief losses, although in 1933 a strong 
offensive of gas engine, municipal projects and isolated 
plants is expected, aided by a menacing political flank 
which seeks to shift some of the high cost of municipal 
government onto electric consumers, rather than make 
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A Strong Policy for 1933 


As expressed by the Valley Electrical Supply 

Company, merchandising subsidiary of the San 

Joaquin Light & Power Corp., in the foreword 
and summary of its 1933 sales program 


The readjustments made necessary by un- 
settled economic conditions will leave their 
effect on distribution methods. As we emerge 
from this depression, new merchandising 
corditions must be met. 

To meet these conditions successfullv and 
retain for our industry its full share of con- 
sumer business, will take the combired 
energies and intelligence of all its branches 
—the mannfacturer, the wholesaler. the 
dealer ard the utility. Goods must be moved 
mere avickly and economically to the con- 
symer. This cannot be accomplished by any 
ove branch of the industry, but the burden 
will fall upon the retail stores because they 
are in direct contact with the consumers. 

We believe it is good business rrectice 
that the utilities cooperate with the retailers 
avd help them in meeting this new merchan- 
dising condition; that the utilities should not 
only carry on pioneerine, educational ard 
promotional work with its consumers, but 
should he extremely active in introducing 
new selling plans and disseminating new 
merchandising ideas to the dealers over the 
territory it serves. 

The utility should assume the leadership 
in directing the merchandising of the prod- 
ucts consuming its energy along sound, con- 
structive. ethical merchandising lines on a 
“live and let live” basis, that will encourage 
the aggressive activity of all dealers han- 
dling appliances that consume its products. 

* *k ok * ok ok 





This, then, is our 1933 program: To 
build into our own and our dealers’ organiza- 
tions tried and tested merchandising plans. 
To imbue these organizations with practical, 
progressive merchandising ideas gleaned 
from a nation-wide contact, to the end that 
we can meet the new merchandising condi- 
tions successfully, and sell merchandise and 
build load to the best interest of our consu- 
mers and our industry. 





any retreat from its strongly-intrenched taxation posi- 
tions. 

Of the new weapons that will be brought into play 
to recapture loads, air conditioning is the most spec- 
tacular. Yet it has been significant how even the for- 
gotten appliances and devices have been brought back 
into the commercial drive upon the market. The sewing 
machine, the vacuum cleaner, the washing machine and 
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the hand iron have been able to penetrate beyond the 
wire into the home as they have not done for many 
years. Many of the other devices have been rendered 
newly effective by redesign, with automatic features, 
better styling, added versatility in action. In order to 
meet the gradual advance of the gas range, which has 
been adopting the electric range uniform and appear- 
ance and some of its most potent sales weapons, the 
electric ranges have been advanced still further in 
finish, control and speed. Water heating has held its 
fuel-bombarded outpost by off-peak protection and 
better insulation. 

Refrigeration continued to make strong gains, and in 
many quarters was allying with it and lending its field 
experience and dominant driving power to the electric 
range in the formation of joint range and refrigerator 
war councils. 

Some of the most insidious attacks upon the industry 
came from a type of ghoulish guerrilla sales bands, 
who preyed upon both the customers and the industry, 
breaking down confidence and seeking to exchange 
reputable and effective installations with shyster de- 
vices which rob both customer and industry. A foreign 
lamp invasion likewise harrassed the industry, but, with 


Kw-hr. Per 
Residential 
Consumer 


COMPANY NAME 


B. C. Electric Ry. Co. 


“Vv ictoria... 


California Oregon Powe r Co. 


Central Arizona L t. & Pwr, Cc oO. 


Idaho Power c o.. 
Lee Angeles Bur. Pwr, & Lt t. 


Montana Powe oT c o. 


Northweste orn Electric c oO. 


Pacific Gas and Electric c o. 


" Pacific Power & L ight c oO. 


Portland ‘Gem -neral_ Electric Co. 


Public Service Co. of = she. 


Puget Sound Pwr. & Lt. Cc oO. 





Se attle L ighting De -partment 
“Sie tra Pac ific Powe xr Co. 


So. c lif Edison C oO. L td 


Tacoma De “pt. of Lt. & Pwr, 


U tah Power & Lig ht Co. 


Vv allejo Electric Lt. & Pwr, Co. 


Washington | Water Rowe Tr Ce oO. 


1,806 1,804 1,710 
| 


A. contest rules unless otherwise noted. 


*Estimated. 


All figures based on N. E. L. 
TNot on N. E. L. A. basis. 
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to Hold the Load Lines Intact 


immediate forcing of the invaders into defensive posi- 
tions by the lighting industry, there appears to be a 
bottling-up of such antagonistic units for the time 
being. 

In the following pages, a survey of the field is re- 
ported by those in charge of the firing lines: commer- 
cial executives of central stations. The intelligence has 
been assembled from each sector so that a composite 
view of the situation in each may be obtained. Thus, 
from the Northwest Sector, with nine divisions report- 
ing, despatches reveal the industry to be holding its 
own, with some agricultural and lumbering losses, but 
with forces reorganizing for spring and summer of- 
fensives. 

Likewise in the Mountain Sector, hard-won territory, 
the odds are balanced fairly well, at least in the divi- 
sions heard from. The Central Sector of the Pacific 
Coast probably held better than did any of the others, 
even making appreciable gains in some terrain. The 
Southwestern Sector, according to five reporting divi- 
sions, has had a nip and tuck struggle with load raid- 
ers, but is maintaining ground. 

In only one or two cases did the domestic consump- 
tion figures actually show retreat, although several 
companies reported a standstill. Many more showed 
gains ranging from one or two to as high as 39 kw.-hr. 

Because of incomplete returns from many fronts, a 
separate table of 1932 range, water heater and refrig- 
erator sales and 1933 quotas was not compiled. In the 
individual reports and the sector summaries will be 
found company figures. A remarkable fact will be evi- 
dent to the astute, statistically-minded: Water heater 
figures in many localities were practically one for one 
with ranges, a ratio never before attained, even in the 
West. This can be attributed only to growth in the ac- 
ceptance of both range and water heater as adjuncts to 
the real electrification of the home. Where purchasing 
power to buy a range existed, it was not difficult to 
stretch it to include the water heater, too. 

In general, the 16,000 or more ranges sold in the 
West can be considered a decisive victory for elec- 
tric cookery. Never in the history of the range has the 
competition been as strategically favored. Yet, with 
lower cost appeals, both as to ranges and operating 
costs, and despite beautification of the gas range to 
bring it within favor as an attractive piece of kitchen 
furniture, despite reduced incomes, 16,000 electric 
ranges were sold. 

Because of the difficulty of gathering figures on 
refrigerator sales, dealers and distributors in many 
localities being loath to release this information, the 
total sales of refrigeration units in the eleven Western 
states cannot be computed accurately. But, judging 
from the records of those companies who were able to 
obtain complete figures, the West did fairly well. 

With the coordinated, allied forces of the industry 
facing common foes in this spirited fashion, the out- 
look is hopeful that, even if the troops are not out of 
the trenches by Christmas, at least the load lines will 
have held, and in many sectors advanced. 
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Northwest— 


HAT old question, “How far is 

up?” has been changed by the 

power companies of the eleven 
Western states to “Just how good is 
this 1932 record?”. There is only one 
answer to both questions. 

Few, if any, persons knew at the be- 
ginning of 1932 just what conditions 
would obtain throughout the year, or 
just what the situation would be at the 
beginning of 1933. When quotas were 
made for 1932, most commercial exec- 
utives were too optimistic; their sales 
forces were unable, in general, to sell 
quota. But does that mean that a good 
job was not done, under the conditions ? 
Ferhaps some companies which fell far 
below quota actually made an excellent 
showing in light of the conditions pre- 
vailing in the territory. 

In the Northwest, the combined total 
of all electric ranges sold by those com- 
panies reporting, and in some cases not 


counting dealer sales, was more than 
10 per cent of all the ranges sold in 
the United States. There is no doubt 
that a good job was done. 

As usual, water heater sales were 
high in proportion to range sales. With 
incomplete returns, the ratio is better 
than 1 to 2, far higher than the na- 
tional ratio. Pacific Power & Light Co. 
sold more water heaters than ranges; 
Fuget Sound Power & Light Co. sold 
75 per cent as many. 

It is heartening to read the reports 
of the commercial officers of the cen- 
tral stations, to find the lines, “We are 
not reducing our commercial activity in 
any way,” or “We shall maintain the 
same aggressive attitude toward load 
building,” or “With new plans, we will 
push sales harder than ever before.” 
Interpreted, these lines all mean the 
same thing, “We’re not scared ... and 
we’re not going backwards.” 





British Columbia Electric 
Railway Co., Ltd.— Victoria 


By S. J. HALLS 
Manager, Light and Power Department 


ITH an increase of 308 lighting 

consumers, adding a connected 
load of 2,061 kw., and the addition of 
one power consumer, although power 
load is off 42 hp., our sale of energy 
has been fairly well maintained and the 
activities of the merchandise depart- 
ment are satisfactory. 


We sold 134 ranges and the dealers 
sold 19; the company quota for 1933 is 
150. The company sold 44 and the deal- 
ers 7 water heaters, and the 1933 quota 
is 75. We have only the company re- 
frigerator sales of 41 units to report, 
with the 1933 quota at 100. 


During the three months ended July 
15, the company carried on a free range 
wiring campaign under which purchas- 
ers were given free wiring if the range 
was sold by the company and $20 to- 
ward the wiring cost if the range was 
bought from a dealer. While quota was 
not attained, the results of this cam- 
paign are considered fairly satisfactory. 
It is expected that when final figures 
for the year are available, we will find 
that merchandise sales volume will com- 
pare reasonably well with the volumes 
of the past two or three years. 

Special attention was given to the 
development of cooperation among our 
employees, and the sales scheme intro- 
duced in 1931 was continued. 

Our kilowatt-hour consumption fig- 
ures show that the general use of elec- 
tricity by the public is well maintained. 
We believe this augurs well for im- 
proved business conditions during the 
coming year, and we are laying our 
plans to take as much advantage of this 
as possible. 
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Northwestern 
Electric Co. 
By J. C. PLANKINTON 


Sales Manager 


HILE commercial and industrial 

loads dropped 2,277 kw. in the 
year, increases in other classifications 
offset this and the company finished 
1932 with a connected load 591 kw. 
greater than in 1931. Industrial lighting 
and heating promotion work was pushed 
continuously, but no large loads were 
added during the year. 

Of 538 ranges added to the lines, 
dealers sold 188; we expect that dealers 
will sell half of the 540 quota set for 
1932. The company sold 110 and the 
dealers 48 water heaters; the 160 quota 
for 1933 is expected to be made half by 
dealer, half by company sales. The 
dealers sold 600 refrigerators and ex- 
pect to sell 750 in 1933. 


v 


The California Oregon 
Power Co. and 
Mountain States 
Power Co. 


By GLENN L. JACKSON 
Vice-President in Charge of Sales 


ee contained in this re- 
port will have to do with both the 
above-named power companies. Cali- 
fornia Oregon suffered a 396 loss in 
total customers, although slight in- 
creases were made in residential and 
commercial lighting groups. Mountain 
States lost 1,433 customers. 

In every field, California Oregon was 
below 1931 figures for connected load, 
but Mountain States showed an in- 
crease in domestic heating and cooking 





and commercial lighting and appli- 
ances. 

The California Oregon merchandis- 
ing department sold 186 ranges and 
the dealers sold 55, for a total of 241; 
water heater sales were 140 by com- 
pany, 20 by dealers. Company sales 
of refrigerators were 125, and the 
dealers sold about the same number. 

Mountain States sold 378 and its 
dealers 20 ranges, for a total of 398; 
220 water heaters and its dealers 
9; 290 refrigerators to its dealers’ 
195, for a total of 485. Practically 
all of the range sales by dealers came 
during a special activity in the spring 
of 1932, when a range was sold at 
$99.50 through the dealers’ stores as 
well as our own, and on which the com- 
pany carried the paper. 


v 
Lighting Department, 
City of Seattle 


By J. D. ROSS 
Superintendent 


ITY LIGHT sold and delivered 972 

ranges on its lines and dealers sold 
an estimated 100, for a total of 1,072. 
City Light sold 420 water heaters on 
its lines, but dealer figures are not 
known. Of the 700 refrigerators sold, 
93 came from our department. Two 
hundred customers were added to the 
system during the year. 


v 


Portland General 
Electric Co. 


By A. C. McMICKEN 
General Sales Manager 


N THE domestic lighting and cook- 

ing field, we show a net loss in the 
number of domestic customers of 0.3 
of 1 per cent. However, we do show a 3.8 
per cent increase in the number of do- 
mestic customers using ranges. In all 
other classifications, such as commercial 
lighting and power, and industrial light- 
ing and power, we show not only de- 
creases in consumers, but also in energy 
sales. In the residential classification 
only has our revenue held up, and this 
in spite of the fact that no new cus- 
tomers have been added by reasons of 
line extensions into either rural or 
urban territory. 

Approximately 1,025 ranges were 
added to our lines, about 50 per cent by 
dealers. We have budgeted 1,200 for 
1933, and believe that dealers again will 
sell half. Water heater sales were un- 
satisfactory largely because of the fact 
that we endeavored to sell only booster- 
type installations at prices from $100 
up and seemed unable successfully to 
meet the competition of gas water heat- 
ing equipment at much lower first cost. 
Approximately 300 installations were 
made. We intend to put much more ef- 
fort behind water heating during 1933 
and hope to add 500 to 600 booster-type 
installations to our lines. 

We hope, through the newly-formed 
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i ELECTRIC WASHING 


la Dv? one of many services ond comveniences brought to your home 
over the wires of the Pacific Power & Light Company at very recson- 
odie cost. The overage electric washing bill is less than 20c o month. 


lp ; 


WHO WANTS TO SCRUB 
FOR 2 AN HOUR? 


@ f you scrub clothes the old-fashioned 
wey you ore working for 2 cents an hour 
~becouse thot is all it costs to operate a 

modern electric washing mochine 
You con attach on electric washer to an 
electric outlet, snap the switch, and stand 
vr clothes are washed, rinsed 

wt, ready for the line! 


The new electric washers ore gentle on 
the clothes. They do a thorough cleaning 
job. White clothes come out snowy. Col- 
ored clothes emerge fresh and bright. 

For your health's sake, for your beauty's 
sake, let an electric washer do your wash- 
ing. Your dealer con furnish you one on ex 
tremely liberal terms. Let him explain them 
soon —on your very next trip down town. 


(Dealer's Names) 


iS ADVERTISEMENT 15 5 


POMSOMED BY THE PACIFIC POWE® & LIGHT COMPANY TO PROMOTE THE USE OF 


DEPENOARLE EAE CTIVCAL MERCHANDISE AMD TO INFORM YOU WHERE IT CAM BE PURCHASED (6 THiS COmmUNETY 


How the 
Northwest 


Sells 


MORE THAN 
100,000 


| 
| Washington Housewives 


and Mothers 


See the new Electric Ranges now on display— 


Elect 







ae 


Learn how easy it is to own one — 
How economical to operate! 


@ AN ELECTRIC RANGE spells freedom and 
economy to some neighbor of yours. No need 


Now a4 24-HOUR 
HOT WATER Service 


for you to wonder HOW she has so much time 


—why she is through her kitchen chores so soon. 
Her Electric Range is the answer because it is 
clean, fast and fully automatic 


New models and lower prices are here for 1932, 
and there is an Electric Range for every require- 
ment whether you desire one for an apartment 
or a large home. You will have new freedom 
and tastier meals when you use Electric Cookery 


We invite you to inspect the new Hotpoint, 
Westinghouse, or Crawhord Ranges at our stores 
or other makes at stores selling Electric Ranges. 


It ts now possible for our 
customers to have 14-how hot- 
water service at the extremely 
low rate of onby enght tenths of 
a cont por K.W.H. Hove plenty 
of het water any bme you want 
it enthout even turmag ¢ sedtch 
Jnvestegate thin sernce ath any 
of ow vepresentatrves, oF 

SEE YOUR PLUMBER, 

ELECTRIC DEALER OR 

ARCHITECT 


7 





PUGET SOUND 


Power 





Light Company 
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WHAT WwouLpD ////) 
witHouT} | | 


Te would be @ calamity wo be 
without electricity —we would ail 
realuze how indispensable it has 
become. One reason it has hed 
such universal adoption in the 
Puget Sound Power & Light 
Company territory is its cheap- 
nee 


The cost of electric service has 
steadily gone down until today 
its cost is onty one-third of what 
it was in 1913. This company 
has kept faith with its custom- 
ers through voluntary rate rechuc- 
tions in all parts of its territory. 
See the GE Hotpoint Ranges 
at our mores. Priced as low as 
$86.85. 


SEE YOUR DEALER FOR ELECTRICAL SUPPLIES 


UGET, SOUND 


panty 


RAE 


CENT 


will make 


CHEAPEST THING YOU BUY 


THE CALIFORNIA 0) EGON POWER COMPANY 


“Your Partsors (523) im Progress 





Advertising is a potent weapon in building sales of electrical appliances and 
service in the Northwest, judging from the results of 1932 load-building cam- 
paigns and the important part advertising of all sorts played in them. Here 
are typical pieces of copy, all stressing “dealers, too” and one (Pacific Power 
& Light Co., on electric washing) even sponsoring the advertising for its 
dealers. Puget Sound Power & Light Co. rates a double place on this page 
because one piece of copy answers any rate critics by pointing out the down- 
ward trend, asks a leading question to which the answer is “I don’t know,” and 
still manages to snuggle in a sales story on electric ranges. The other indicates 
why water heater sales are so great in the Northwest, as compared with range 
sales, for range copy stresses water heaters, too, and water heater copy stresses 
ranges, too. In the case of both advertisements, a clever double selling job is 


accomplished. 


On further pages of this section, other advertising messages of central sta- 
tions will be displayed, because, in pulling themselves through the depression, 
they have used advertising and personal selling as never before. 


SAVINGS 
the year ’round 


The comventence. rettabslity amd constant protection of om Ele 
(rs Retrigerstor will meet yous every expectation but its theft 
Tul he a revetarion thet eull reward row chroughowt veers of 
CON ant anette 

Letovers retain all of thew anty wholescmencss amd are cantly 
cranshrmed (00 detictons mew deaven Thrift there 
and agein and again oes mulnmade of goed things wo eat 
Nothing need be thrown smay Mill remains safe and rece: 
Mest Numer, green things all aay freeh retain thew cour sheng 
qualities. There's more thrift for you! And more in the few 
pennies day 6 coms so operate am Electric 

Thridey buving plans make am Electrs Refrigerator available 
everyone. Don't put off owning yours Its thrift will amount ( 
many dollars weved as the rears roll by! 


Peet 


rater MQ \tortS Daly encegt Settiny and Swndey 


bane VOW oe om Elen re Refripevamee Seng the moe 
tte id om pte von wll nd ne fe ee tt mes 
FRGIOAIRE 
KELVINATOR 
MAJESTIC 
SERVEL 


MAYELOWER 
MOLER MAYTAG 
Me Geb 


LAND 
SLECTRO.KOLD 


TRUKOLD 





GENERAL ELECTRIC ond WESTINGHOUSE Hermetically Sesled-In-Stee! Refrigerators 


ELECTRICITY 


ASHINGTON WWATER POWER 


me 


SEAVES & SAVES 





—————— 


B.C. ELECT 


Se 





JON DAY Onty! 


T= spectacular values in this mid-month sale are pr 
curable through your nearest B.C Electric Appliance 


ike TN 


“et ‘ 


A LAS 
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Electric Refrigeration and Cookery 
Council of Oregon, to accomplish much 
more in both range and refrigerator 
sales in 1933, and have a much better 
cooperative setup. Among the things 
under consideration by the council is a 
combination range and refrigeration 
show in Portland and other Oregon 
cities about April 1. The council also 
has under consideration the sponsoring 
of 25 cooking schools in 25 cities, to be 
participated in by all dealers and dis- 
tributors. 


v 


Pacific Power 
and Light Co. 


By GUY E. DAVIS 
Assistant Merchandise Manager 


UR commercial department activi- 
ties for 1933 will be just about the 
same as for the past year: We plan to 
be active in all general items, but our 
major efforts will be on the load-build- 
ing group. Our total net merchandise 
sales for 1932 were $196,113; quota for 
1933 is $138,000. We feel that this is a 
very conservative estimate and hope 
to be able to go well beyond this figure. 
Although residential kw.-hr. sales in- 
creased, 1,108 customers, mostly do- 
mestic, were lost during the year. 
Company range sales during 1932 
were 234; dealers sold 135. Company 
water heater sales were 323; dealers 
sold 135. Company refrigerator sales 
were 146; dealers sold 577. Quotas for 
1933 are: ranges, 250 company and 125 
dealer sales; water heaters, 200 com- 
pany and 100 dealer sales; refriger- 
ators, 150 company and 400 dealer sales. 
Our plans for dealer cooperation dur- 
ing 1933 have not been worked out in 
detail, but it is our intention to do 
everything to encourage all outlets to 
be more active. 


v 
Puget Sound Power 
and Light Co. 


By S. P. MacFADDEN 
Vice-President 


ERCHANDISING activities dur- 
ing 1932 remained secondary to 
the load development program, in 
which we added 830 customers in resi- 
dential, farm and commercial groups, 
lost 151 industrial and miscellaneous 
customers for a net increase of 669. 
Active merchandise sales were con- 
fined to the three major appliances, 
for which there was a fall and spring 
campaign. Of ranges, the company 
sold 1,693 and dealers 736 for a total 
of 2,429; combined quota for 1933 is 
2,500 units. About the same percentage 
held with water heaters, the company 
selling 1,048 and the dealers 721 for a 
total of 1,769; this year the company 
expects to sell 2,000, the dealers 1,000. 
In refrigerators, the dealers sold about 
2,500 and the company 542 for a total 
of 3,042. At the end of the year, we 
expect to have sold 4,000 more between 
company and dealers. 
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Throughout the year, a consistent 
effort was made to encourage and de- 
velop sales of other electrical appli- 
ances through dealers. A load develop- 
ment program was laid out which in- 
cluded seasonal activities on domestic 
appliances, farm equipment, commer- 
cial appliances and improved lighting. 
All company salesmen were placed on 
a straight salary basis, effective Feb. 
1, and the sale of domestic, farm and 
commercial appliances through dealers 
was promoted by the salesmen and by 
our advertising. We also incorporated 
an employee tip plan, with equal credit 
given to salesmen and employees for 


HE COST OF ELECTRICITY in the Puget Sound Power & Light Company territory is 
w many do not realize how small the cost of operating an individual 
appliance really is It is with this thought in mind that the following figures have been 
compiled. This information is for the use of dealers and their saleamen. It is desirable 
that all people interested in the sale of electrical appliances familiarize themse! 
operation costs and make use of this knowledge in selling. 


REFRIGERATOR 
WASHER . . . 


SEWING MACHINE 
RADIO 


AIR HEATER (Ave. Sizz) 
RANGE 


PERCOLATOR 
WAFFLE IRON 
ELECTRIC IRON 
FOOD MIXER (Smai.) 


+ Addrvees! slormavos gives ca beck page 


One of the most effective enclosures 

used by Puget Sound Power & Light 

Co. was this pamphlet showing how 

cheaply an electric appliance can be 
operated 


prospects and sales, regardless of 
whether the sale was made by our 
salesman or by a dealer. We also 
launched an extensive Christmas pro- 
motional campaign. 

At the present time we are working 
on a plan to organize the various 
branches of the industry into groups 
which are interested in the same lines. 
For instance, at present we are form- 
ing a unit of jobbers and manufactur- 


ers who are interested in improving 
lighting. We are cooperating with this 
organization and the dealers in selling 
better lighting equipment throughout 
our territory. 

We have continued our plan of giv- 
ing electrical dealers and stores promi- 
nent place in our radio, billboard, di- 
rect mail and newspaper advertising. 


v 
The Washington 
Water Power Co. 


By LEWIS A. LEWIS 
Assistant General Manager 


DDED to our lines during 1932 

were 458 ranges, 368 water heaters 
and 1,375 refrigerators. Quotas for 1933 
are 400 ranges, 600 water heaters and 
1,200 refrigerators. Moreover, we are 
not in any way reducing our commer- 
cial effort. 

Our plans for residential load build- 
ing will be tied in very closely with a 
merchandising policy designed to co- 
operate more closely with dealers than 
in the past. A policy has been outlined 
which has met with approval. We hope 
to continue as a leader in merchandis- 
ing load-building devices, but only along 
lines that any active dealer can sell at 
a profit to himself and better than were 
we to withdraw from the field. 

We will continue our load-building 
program, cooperative dealer advertis- 
ing, radio broadcasting and dealer 
helps. Air conditioning will be given a 
good deal of attention: exhibits will be 
made, lectures prepared and assistance 
given architects and dealers. Our light- 
ing department is doing layout work for 
contractors and is soliciting improved 
lighting, which is turned over to con- 
tractors for execution. 

Aside from the dealer cooperation re- 
ferred to, we again will tie in with the 
National Refrigeration Bureau and 
Cookery Council. 


- oe 


Mountain— 


GRICULTURE and mining are 

the chief load sources in the 

Mountain states—Montana, Idaho, 
Utah and Colorado. It is needless to re- 
count what has been the fate of these 
two industries during the past year; 
to a great degree, it would seem as if 
their future is in the hands of the legis- 
lators. Farm relief legislation is im- 
pending; many mines, long closed, are 
being opened again, as frequent reports 
in EWEST news pages during 1932 
show. 

Naturally, geographic conditions mil- 
itate against intensive electrification in 
much of the territory: There are few 
large cities or communities of any size 
and customers come by the mile, 

But even the power companies serv- 
ing this territory do a good merchan- 
dising job month in and month out. The 
few people of these four states, 1.2 per 


cent of the total national population, 
bought more than 5 per cent of the na- 
tion’s electric ranges. Idaho Power Co. 
has a range saturation of 45.6 per cent, 
last year had a saturation of 49.3 per 
cent. This company has attained what 
most companies dream of. 

Montana Power Co. in one month, 
September, sold 79,270 lamps with the 
help of its dealers. Utah Power & Light 
Co. and Public Service Co. of Colorado 
have engaged in a campaign to “not 
only sell, but to keep them sold,” Re- 
possessions are sold to those who can- 
not afford a new range, refrigerator or 
water heater, in a way which does not 
interfere with new equipment sales, 
thus killing two birds with one stone: 
The load stays on the lines and a se- 
rious financial problem is solved. 

Perhaps the Mountain states are not 
inherently so fertile a field as other 
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states in the West, but merchandising 
skill and plain hard work make up for 
this deficiency. 


v 


Idaho Power 
Company 


By L. W. BRAINARD 
Sales Manager 


HILE results secured during the 

year 1932 were far below the pre- 
ceding year and below quotas set, it is 
impossible to estimate the volume of 
business that would have been lost but 
for the activities of the sales organi- 
zation. We feel certain that revenue 
decreases would have been materially 
greater had it not been for the old busi- 
ness retained and the new business se- 
cured through consistent sales effort. 
Certainly, the earnings resulting from 
this activity have been most needed 
and it is felt the expenses occasioned 
were justified and that continued and 
increased sales activities in 1933 are 
warranted, even with no improvement 
in business conditions. 

In preparing our 1933.program, we 
have borne in mind the importance, 
greater than ever, of securing every 
increased dollar of additional revenue 
that can be had on a profitable basis. 
The necessity of economizing is apt to 


, dishearten the sales organization, and 


it, now more than ever, is in need of 
a continuous flow of enthusiasm from 
the management and company execu- 
tives. 

Even though Idaho Power sold 443 
ranges and the dealers sold 437, a total 
of 880, we suffered a net decrease of 
679 cooking customers, bringing the 
range saturation on our lines from 49.3 
to 45.6 per cent. The same was true 
of water heating, where the company 
alone sold 698 units, but had a net loss 
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of 448 water heating customers. Our 
water heater saturation now is 16.9 
per cent. 

Idaho Power sold 183 refrigerators 
and the dealers sold 965, a total of 
1,148. 

Some of our joint company-dealer 
merchandise quotas for 1933 are: 
ranges, 932; water heaters, 585; iron- 
ers, 236; refrigerators, 992; washers, 
817; vacuum cleaners, 650; fans, 345; 
industrial motors, 195. Our dealer co- 
operative plans will be given no less 
attention than before, and our adver- 
tising will be set up to render assist- 
ance to dealers in our territory. Some 
portion of the advertising, featuring 
equipment which the company does not 
handle for resale, will be run entirely 
for assistance to dealers handling this 
equipment. 

The new business program for 1933 
anticipates a fine-tooth coverage of all 
customers in an orderly manner to un- 


The schedule of electric rates for residential service printed below 
shows clearly that the more use you make of electric service the lower 
becomes the cost per kilowatt hour. 


By making greater use of electric service through the addition of 
more major appliances yeu automatically reduce the average cost of 


Net Rates for Electric Service 


load over 2 HP, including 10 KWH 

per HP 

2%ec per KWH next 50 KWH 

te per KWH next 50 KWH 

1c per KWH all excess—untimited 

iMe per KWH all extess — limited 
service (when water he 4 
range 


$2.00 per month for 4 rooms or less, 
inciuding 33 KWH 

20c per month each additional room. 
including $8 KWH 

ath per HP total motor 

over 2 HP, including 30 KWH 


te per KWH next 05 KWH 
he per KWH next 50 KWH 
te per KWH all excess 


Residence Lighting 
The per KWH first © KWH 
be per KWH ext 20 KWH 
te per KWH all excess 


$2.00 per month for « r 
including 12 KWH 
7 month each additio 


$1.00 per month per HP total 
load over 2 HP, including 25 KWH 
per HP 

te per KWH all excess 


schedule 1-D 


Lighting, Cooking and /or 
Water 


$2.50 per month for 4 rooms or less, 
nctuding #5 KWH 

Ie month each « 

including § KWH 

$1.00 per month per HP tote 











Reverse side of customer informa- 
tion card with tables of current rates 
for operating combinations 
of appliances 


cover and capitalize on every new busi- 
ness opportunity, however small. The 
principal feature of this program will 
be an “Every Customer Contact” plan, 
with complete new business card record 
of every customer’s account. 

A similar card record has been in 
use for the past four years with vary- 
ing degrees of completeness in various 
localities. Thus, this idea is not new in 
theory. The justification and value of 
the plan was not proved definitely until 
1932, during which load-building re- 
sults were much more difficult of at- 
tainment than in years preceding. Dur- 
ing 1932, our records show definitely, 
with few exceptions, that in territories 
for which data cards have been kept 
regularly and completely, accomplish- 
ments were well above average; in 
fact, they were so far superior that we 
are justified in making the plan man- 
datory in 1933. 

In addition to the data card, a cus- 
tomer information card has been added; 








this card bears information concerning 
the customer’s account, as indicated by 
the headings, makes possible an easy 
approach and, it is felt, results in good 
will accomplishments as well as sales. 
Approach through this method results 
in greater willingness on the part of 
the customer to advise of appliances 
now in service and to express appre- 
ciation of the service rendered. 
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The Montana 
Power Co. 


By S. P. HOGAN 
Assistant Secretary 


T THE end of 1931 we had 51,378 

customers, and at the end of 1932, 
50,313, a loss of 1,065. Connected load 
suffered a drop, some 2,000 kw. in resi- 
dential and 3,000 kw. in commercial 
classes. 

Our commercial activities were 
largely a matter of constant work and 
they do not show any outstanding 
achievements. During each of the first 
nine months we carried on promotional 
campaigns, as, for instance, in Feb- 
ruary we featured mixers, in May, 
June and July we featured ranges, re- 
frigerators and hotplates. During the 
last three months of the year we did 
not campaign any specific items, but 
attempted to reduce our obsolete and 
over-stocked merchandise. While no 
definite figures are available, we made 
a very good showing. 

With 427 ranges added to the system 
in 1932, our 1933 quota is 322. Only 11 
water heaters were added and 1933 
quota is 6; since we have gone into 
the natural gas business we have dis- 
continued any intensive campaign for 
electric water heating. During 1932 we 
sold 540 domestic refrigerators and 12 
commercial units. Our quota for 1933 
calls for 515 domestic and 10 commer- 
cial. 
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Utah Power 
& Light Co. 


By P. M. PARRY 
Vice-President 


UR total volume of sales, consider- 

ing conditions, was reasonably 
satisfactory. One problem that con- 
fronted the sales department has been 
that of merchandise sold but found 
necessary to repossess. Yet, this mer- 
chandise has practically all been re- 
sold and placed in other homes, and 
kept in active service, thanks to the 
activities of the sales department. 

We believe that the lack of con- 
fidence necessary to business recovery 
reached a low point last summer, and 
that confidence in general has been 
materially restored, so that we can 
enter upon our 1933 program with 
greater assurance than we began 1932. 
In fact, in some parts of our territory, 
our sales for December, 1932, exceeded 
sales for December, 1931. We have 
every confidence that our total mer- 
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HOME ENJOYMENT 
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figure the monthly total of 
your bills for cooking, refriq- 
eration, weter heating, wash- 

veriout 
other tesks thet can be per- 
formed electrically. 














Then compare these totel 
costs with the one monthly bill 
of any of your friends whe 
have switched to “ALL-ELEC- 
TRic.” 


You'll find that there is prac- 
tically no difference in cost— 
and thet “ALL-ELECTRIC™ 
Service brings tremendous ed- 












vantages in home comfort! 


You, $66, can emoy theta advantages. Begin NOW. Our combination step-down rate, 
which decreases os your use of electricity increases, otters you the benefits of quantity 
buying of electric service. 


The purchase of « famous Hotpoint Electric Range, an Electric Weter Heater thet is 
absolutely caretree and « General Electric Refrigerator, or eny of these up-to-the- 
minute servants, it made remarkably easy under our liberal time-payment plen. 


WE BELIEVE THE “ALL-ELECTRIC™ IDEA FOR YOUR HOME WILL INTEREST YOU. MAY, 


WE MEET YOU AND TALK IT OVER? A PHONE CALL IS ALL THAT IS NECESSARY. 
YOU'LL BE UNDER NO OBLIGATION WHATEVER. 


UTAH POWER & LIGHT CO, 


EFFICIENT PUBLIC SERVICE 


“We are campaigning the ‘all-elec- 

tric’ idea,” reports Utah Power & 

Light Co. And this is how it is 

done in advertising. Because the 

company pushed the three appliances 

together, total sales of each were 
almost equal 


chandise sales for 1933 will equal and 
perhaps exceed sales for 1932. 

Our salesmen enter 1933 with a fine 
spirit, knowing that sales will be diffi- 
cult and that greater effort will be 
needed to obtain the volume goal for 
the year. We feel that the utilities 
must take a very positive and active 
leadership at this time in building up 
the market, which leadership will be 
reflected not only in increased sales to 
themselves, but also greater sales for 
dealers as well. Our 1933 program 
again calls for a continuous 12 months’ 
activity, with the greatest sales effort 
to be placed on the three major appli- 
ances, ranges, refrigerators and water 
heaters. In addition to these activities, 
special campaigns will be carried on 
during the year at appropriate times 
in connection with smaller appliances. 
Such appliance activities in the last 
two years have been somewhat cur- 
tailed, with the thought that this might 
stimulate dealer sales. It has been 
found, however, that leadership by the 
utility in campaigns in connection with 
smaller appliances has tended to stimu- 
late sales for such appliances and that 
dealer sales have increased rather than 
decreased. 

During 1932 our range sales totaled 
a net of 605 ranges, in addition to 
which our sales department resold 448 
ranges which had been repossessed dur- 
ing the year, making a total of 1,053 
sales. It is estimated dealers sold 175 
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ranges. We have set our 1933 quota at 
750 ranges. 

Water heater sales during 1932 have 
been rather difficult, a great many 
people attempting to get along without 
all the conveniences previously de- 
manded. We expect to push water 
heater sales aggressively during 1933, 
however. 

During 1932, 690 domestic refrig- 
erators were sold, in addition to which 
254 repossessed units were resold, a 
total of 944 sales. We estimate that 


dealers sold 700 units. Our quota for 
1933 is 700 units. 

In all of our advertising we are em- 
phasizing the “all electric” idea, a plan 
we expect to continue during 1933. We 
feel confident of accomplishing our 
goal set up for 1933, but believe that 
it will take very close supervision of 
our sales organization, directing the 
major sales activities along such lines 
as will secure the greatest possible 
results from the amount of money 
expended. 


vy OF 


Central | Pacific— 


the largest independent operating 

utility in the country. It isn’t hard 
to see why it is the largest, when its 
executives have the fortitude and the 
foresight, the ambition and the ability 
to beat the depression in 1932. P.G. and 
E. sold 101 per cent of its 1932 load- 
building quota, Vice-President R. E. 
Fisher reports. 

San Joaquin Light & Power Corp., 
with its merchandising division, Valley 
Electrical Supply Co., did just as well. 
These tavo systems cover practically all 
of the central Pacific section, so it is 
no wonder that that area, comprising 
central and northern California and 
Nevada, is the bright spot of the West 
—and probably of the Union. 

In the face of strenuous gas compe- 
tition, the companies and dealers in 


Pore ter Gas and Electric Co. is 


this section sold 7 per cent of all the 
ranges sold in the United States, more 
than three times as well as the national 
average, They sold better than one-half 
as many water heaters as ranges. They 
sold practically as many domestic re- 
frigeration units as in 1931, and only 
decreased commercial and construction 
activity prevented the total from being 
as large in these fields. On smaller ap- 
pliances, more within the range of pres- 
ent-day purses, the record is fine. 

The three sections so far tabulated, 
with 6.5 per cent of the national popu- 
lation, have sold 22 per cent of the total 
ranges, have increased the ratio of 
water heater sales and generally have 
done a good load-building job. Only one 
conclusion can be drawn: The industry 
in these states knows how to sell and 
is not afraid to try to sell. 





Coast Counties 
Gas & Electric Co. 


By PIERRE VINET 


New Business Manager 


LTHOUGH our kilowatt-hour sales 

in combination service and heating 
and cooking brackets increased, de- 
creases in other brackets were even 
greater. Though we added 277 custom- 
ers, chiefly residential, our total power 
sales were off 16 per cent because of 
agricultural and general power shut- 
downs. 

We have encouraged dealer coopera- 
tion and the dealers were so strong for 
cooperative newspaper advertising that 
they asked us to duplicate ads which 
we had planned to run but once. Our 
plans for 1933 are based entirely on 
working closely with the dealers, push- 
ing sales for them. 
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Pacific Gas and 
Electric Co. 


By R. E. FISHER 
Vice-President in Charge of Public 
Relations and Sales 


UR quota for 1932 in our coopera- 
tive load building plans was over- 
sold; actual accomplishment was 132,- 
730 kw. and 93,874 hp. added, or 101 


per cent of quota. Among these addi- 
tions were 24,000 kw. in dealer cooper- 
ative sales, 51,139 kw. in domestic ap- 
pliances and lighting, 67,881 hp. and 
24,334 kw. in commercial and industrial 
power and lighting, and 25,993 hp. and 
5,338 kw. in agricultural power sales. 

For 1933, our quota is approximately 
83 per cent of 1932 attainments, with 
increases in dealer cooperative sales, 
domestic lighting, street and airport 
lighting, commercial and industrial 
lighting and industrial heating. The 
major reductions will come in the com- 
mercial and industrial power fields. 

Sales of the three major appliances 
were not so great in our territory in 
1932 as in 1931, although a compara- 
tively good job was done in selling 
3,211 ranges (1,280 company, 1,931 
dealer); 1,699 water heaters (863 com- 
pany, 836 dealer); and 1,320 major air 
heaters (315 company, 1,005 dealer). 
It will be noticed in these figures that 
dealer sales were as great or greater 
than central station sales; we believe 
this is a good sign, indicating that the 
dealers are pushing appliances and that 
our cooperative program is effective. 
Our combined quotas for this year are 
4,200 ranges, 2,000 water heaters and 
2,000 air heaters. 

During 1932 the company cooperated 
with the Northern California Refrig- 
eration Bureau, confining its efforts to 
promotional advertising; distributors 
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SEE YOUR DEALER OF THE 


P-G:”E- 
PACIFIC GAS AND ELECTRIC COMPANY 
Owned « Uperaied » Managed by Califarsiont 


Advertising plays an important part 

in P.G. and E.’s commercial pro- 

gram. Annually the appropriation 

grows larger, and in 1933 will total 
$400,000 


and dealers sold 16,961 domestic and 
1,599 commercial units, with 299 apart- 
ment house compressors serving 3,230 
kitchens, a total of 18,859 compressors 
and 22,089 users. The quota for 1933 
has been set at 25,000 new users. 

Nine isolated plants, representing a 
total of 2,673 hp., were replaced by 
central station power. In 1933 we plan 
to replace 2,800 hp. of isolated plants. 
Some of the larger jobs signed during 
the year included the San Francisco 
War Memorial, with 5,596 hp.; Ameri- 
can Dredge Co., 5,600 hp.; Sunnyvale 
air base, 2,320 hp.; and Judson Mfg. 
Co., 2,500 hp. 

Our budget for sales promotion work 
in 1933, both gas and electric, is ap- 
proximately $1,600,000, comparing with 
an actual expenditure of that sum in 
1932. About half of this is to be used 
for electricity. 

Fifty-two salesmen will be employed 
during the entire year to create new 
and better lighting outlets, to fill empty 
sockets, to increase wattage and to in- 
crease burning hours in existing out- 
lets. This load-building effort will be 
confined to existing dwellings and com- 
mercial establishments. The plan is 
intended also to promote and stimulate 
general interest in modernization of 
existing inadequate lighting facilities, 
to the end that dealers will find it 
profiitable aggressively to prosecute 
such sales. The quota for these men is 
2,175 kw.; it includes the installation 
of 15,000 kitchen lighting units, 90,000 
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Part of P.G. and E.’s cooperative program included the mailing of monthly broad- 

sides to the dealers, such as the one shown, with an outline of the month’s adver- 

tising and promotional plans. This enabled dealers to make plans for tying in with 
the power company advertisements, window displays and billboards 





Fairs and exhibits are fertile prospect beds, I.G. and E. has found, so the com- 


pany never skimps on them. 


These are the agricultural specialists in charge of 


that phase of the company’s exhibits at the 1932 California State Fair 
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Outdoor poster boards were changed monthly, according to the item being cam- 
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Mazda lamps, 3,750 commercial light- 
ing units and various numbers of other 
lamps and units, a total of 117,750 
units. 

All of our sales plans encourage 
dealer cooperation in load building. 
This company provides about $30,000 
to carry on dealer cooperative work, 
with a sales personnel of seven men 
engaged directly in the activity. The 
duties of these men require close rela- 
tionship with dealers and continuous 
educational work on such matters as 
clarification of company appliance sales 
policy and its service policy, explana- 
tion and discussion with the dealers of 
the company’s sales plans, investigation 
and clearing up of dealer complaints 
regarding execution of our sales plans, 
and regular reports of dealer complaints 
and disposition thereof. It also requires 
assistance in explaining the company 
rates for service, distribution of ad- 
vance copies of company advertising 
and encouraging tie-in advertisements, 
educational talks to group dealer meet- 
ings and dealers’ salesmen, cooperation 
with appliance dealer associations and 
submission to dealers of sales prospects 
and follow-up. 

An aggressive, vigorous and well- 
rounded out sales program is to be 
prosecuted throughout the year, em- 
bodying all of the essential load- 
building activities. 

Vv 
Valley Electrical 
Supply Co. 


By H. H. COURTRIGHT 
President and Manager 


URING 1932, there were 1,046 

ranges added to the lines of San 
Joaquin Light & Power Corp., of which 
we are the merchandising division. We 
have established for 1933 a quota of 
1,058 ranges, There were 563 water 
heaters added and our 1933 quota is 
623. The sales for these items were 
placed through local retailers under our 
“Through the Dealer” sales plan. We 
estimate that 3,355 refrigerators were 
sold in this territory last year and that 
there will be 4,472 sold during 1933. 





Valley Electric Supply Co. has instituted a dealer service to dress dealers’ win- 
dows, write show cards, distribute literature and prepare 
advertisements without charge 


During 1933, we expect to broaden 
our sales promotion activities more 
than ever before and to build our own 
sales and the power company’s domes- 
tic load by stimulating the merchan- 
dising activities of all retail stores 
throughout our territory. As one means 
of doing this, we will carry on an ad- 
vertising and display service for co- 
operating dealers. 

We believe it is good business prac- 
tice that the utilities cooperate with 
the retailers and help them in meeting 
the new merchandising conditions; that 
the utilities not only should carry on 
pioneering, educational and promotional 
work with its consumers, but should be 
extremely active in introducing new 
selling plans and disseminating new 
merchandising ideas to the dealers. To 
this end we plan to render a greater 
promotional and sales helping service 
to our dealers during 1933 than ever 
before. We plan to conduct a major 
appliance campaign each month, fea- 
tured by dealer cooperation, increased 
advertising copy, special prizes for 
salesmen and for employee tips. 


The all-electric kitchen is being promoted extensively in the West through displays 
and windows such as this at H. C. Capwell Co., department store in Oakland 





San Joaquin Light 
and Power Corp. 


By E. G. STAHL 
Sales Manager 


HIS last year was featured by a 
marked change in the classifica- 
tions of new business that responded 
to sales activity. Where formerly ag- 
ricultural, industrial and oil field power 
made up the greater percentage of our 
total new business volume, this year, 
due to the abundance of gravity irri- 
gation water and industrial curtail- 
ment, the volume of these classes was 
greatly reduced. This deficit was made 
up through increased sales pressure on 
the domestic and commercial classifica- 
tions, with the result that the total 
volume of new business secured during 
1932 was practically equal to that of 
1931. New business sales for the year 
averaged 0.56 kw. per system consumer, 
For instance, we added 19,683 kw. of 
domestic and 3,093 kw. of commercial, 
industrial and outdoor lighting; 16,412 


and exhibits, advertising, kitchen coaches . 
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kw. of domestic and 1,124 kw. of com- 
mercial cooking and heating; and 5,366 
kw. of industrial, 3,583 kw. of oil field 
and 7,308 kw. of agricultural power. 
Our quotas for 1933 are approximately 
our attainments for 1932, with 10,595 
kw. of domestic lighting and 14,295 kw. 
of domestic cooking budgeted. The 





total load added was 56,656 kw.; the 
quota for 1933 is 50,000 kw. 

The employee tip plan continues to 
be an effective sales aid. During 1932, 
1,400 employees turned in 8,568 tips, 
resulting in the sale of 9,188 kw.; 72.5 
per cent of all employees participated, 
40 per cent actually securing tip sales. 


Vv °F 


Southwest— 


constitute what is_ incorrectly 

termed the Southwest section; in 
reality, sections of the Southwest com- 
prise southern California and Arizona. 
There is a section which is Los Angeles, 
another which is the remainder of Los 
Angeles county; San Diego, San Ber- 
nardino, Imperial Valley, Phoenix—each 
is different than the other, while re- 
maining a part of the whole. The 
Southwest is a combine of individualis- 
tic sections. 

That is why no common yardstick can 
be used in measuring utility attain- 
ments in the Southwest. Each utility 
has a different problem to solve; each 
follows a different practice to attain the 
solution. The problems of Colorado and 
Montana are scarcely more different 
than the problems of the San Bernar- 
dino district and Imperial Valley, both 
of which are in southern California. 

An examination of the reports of 
Los Angeles Gas and Electric Corp., 
with city-bred problems; of The South- 
ern Sierras Power Co,, with its long 
lines and low customer density; and of 
Southern California Edison Co., serving 
much Los Angeles county industrial 
load, oil fields and the orange belt, is 
indicative of the nature of this indi- 
vidualism. Each went at the problem 
at hand in a different fashion, but each 
ended the year with about 50 per cent 
attainment of the quotas set for 1932. 
Because of the similarity in results, it 
is safe to presume that each did about 
as well as could be expected. 

Southern California, outside of Los 
Angeles, is chiefly an agricultural area. 
Great parts of Los Angeles county out- 


G constitute California and Arizona 


side the immediate city are industrial 
suburbs. The reports show that those 
companies serving agricultural and 
power loads, such as Southern Califor- 
nia Edison Co., suffered losses, and that 
those companies serving domestic load 
primarily, such as Los Angeles Bureau 
of Power & Light, advanced a little. 
This was true of every other section in 
the West. 

With 2.8 per cent of the population 
of the country, this area accounted for 
3.7 per cent of the ranges, which means 
that the section is more stable, electri- 
cally, than the average of the nation. 
But it means more: It means that elec- 
tricity is going ahead in spite of the 
increased competition from natural gas 
in the territory. 

Summing up the review of the elec- 
trical West in 1932, these outstanding 
points should be kept in mind: That the 
eleven Western states still are the most 
highly electrified and _ electricity-con- 
scious states in the union; that electri- 
fication in the West is growing faster 
than in the country as a whole; that 
the West absorbed more than 16,000 
ranges, more than one-fourth of all the 
ranges sold; that the ratio of water 
heaters to ranges sold is rising in the 
West, thanks to adjusted rates, even 
above the 4:10 ratio heretofore at- 
tained, 

These all are attainments, actual re- 
sults, which show that the power com- 
panies and dealers in this area are do- 
ing, proportionally, even a better job 
than before. But they aren’t content 
with that record; they are going to 
push harder, to sell better, to grow 
faster. And that attitude is as real as 
any figures. 





Central Arizona 
Light & Power Co. 


By A. F. MORAIRTY 
Assistant General Manager 


ITH an estimated loss of 1,042 

customers, we worked hard to 
hold our load figures. We gained 
800,000 kw.-hr. in air conditioning sales 
and now have installations in ten large 
buildings, with a connected horsepower 
of 2,9883, and 39 small installations, 
including restaurants, churches, baker- 
ies and apartment houses, with 689 hp. 
connected. We will direct our efforts 
toward obtaining additional air condi- 
tioning load in 1933. 
In the merchandising field, total power 
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company and dealer sales of ranges 
were 93, water heaters 48, and refrig- 
erators 649. For 1933, combined quotas 
are 96 ranges, 55 water heaters and 
705 refrigerators. 


v 


Los Angeles Bureau 
of Power and Light 


By E. F. SCATTERGOOD 
General Manager 


ONTINUATION of the depression 
has served to demonstrate that the 
retardation in the growth of our system 
might have been worse, but for the ac- 
cumulative effect that the intensive 
load-building efforts of previous years 





have had in holding up our kilowatt- 
hour sales and revenues during this 
period. During the fiscal year ended 
June 30, 1932, kilowatt-hour sales di- 
minished only 1.8 per cent, as compared 
with the previous year, and revenues 
from sales actually showed an increase 
of 0.3 per cent—the effect of increased 
use of energy in higher rate blocks by 
domestic and other customers. The num- 
ber of customers increased 1,783, less 
than 0.7 per cent. 

The Bureau does not directly mer- 
chandise, but during the year 405 
ranges and 57 water heaters were added 





To 
panies have been pushing every type 
of lighting. Good progress has been 
made on garden and outdoor lighting 


hold and increase load, com- 


because of a renewed interest in 

home lije, brought about by the 

necessity for staying home more and 
by a return of home parties 


to our lines by dealers and by our spe- 
cialists in cooperation with and for the 


dealers. For 1933, we expect 1750 
ranges and 60 water heaters to be 
added. 


Our electric range campaign (EWEST, 
Dec. 1, p. 234) will be continued through 
June 30, the close of our fiscal year. 
Moreover, the Bureau actively is sup- 
porting the newly-formed Los Angeles 
Junior Cookery Council and its pro- 
gram. (See page 77.) 


v 


Los Angeles Gas 
and Electric Corp. 


By FRANK WEISS 
Manager, New Business Department 


E THOUGHT we had customer 
problems in 1929. We were wrong; 
our customer problems were very few 
and simple compared with those of 1932. 
And so, in 1932, we did a different kind 
of selling: 
1. Helping the consumer to save 
energy. 
2. Preaching the gospel of better 
lighting as an aid to sales. 
3. Leniency in credit and collections. 
4. Recommending modern equipment 
as an aid to business recovery. 
We feel that our program of proper 
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Unusual Weather, Yes 


. - but all’s well in the 
home with ADEQUATE 
REFRIGERATION... 


Mat mw “Adequate Refrigers-  menacein fermentation, decay, and 
"? 


tor at all... becenar you rely on it, 
eben you showid mot 


The new refrigerator are sur- 
prisingly moderate im price ... ce 
markably easy to own. Select the 
ehpe you prefer, and have it is 
sealed now, 





electric service utilization directed to- 
ward existing customers has borne good 
fruit; we more than held our own dur- 
ing the year. We added 1,328 light and 
463 power customers, and even with a 
decrease in power load, the total load 
connected increased 888 kw. Ninety-six 
ranges were added to the system. 

We shall continue the same policies 
in 1933, with a better understanding of 
what to do and how to do it. 


v 


Southern California 
Edison Co. Ltd. 


By W. L. FROST 
Vice-President in Charge of Sales 


OMMERCIAL activities and attain- 

ments of the Southern California 
Edison Co. for the year 1932 have been 
satisfactory, when full consideration is 
given to the general business picture. 
Many of the important indices of com- 
mercial developments show improve- 
ments in 1932 as against 1931. A few 
minor decreases are found in the case 
of several of the less-important meas- 
uring sticks. 

Total number of consumers at the 
end of 19382 was 484,450 as against 
476,503 in 1931, an increase of 7,847. 
Total lighting horsepower at the end 
of 1932 was 573,526 as against 556,562 
in 1931, an increase of 16,964 hp. While 
this inerease is not startling, it is in- 
dicative of the kind of load upon which 
the commercial activity of our com- 
pany is centered in times such as these. 

Industrial power load shows a slight 
decrease which is to be expected under 
present-day conditions. There were 
465,792 hp. of industrial load on the 
lines at the end of 1932, as against a 
total of 479,766 hp. in 1931. This is a 
decrease of 13,974 hp. 
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Agricultural power load also shows 
a slight decrease. At the end of 1932 
there were 318,338 hp. of agricultural 
load on the lines, while the figure for 
1931 shows 325,678, a decrease of 
7,340 hp. 

Oil field operations in the territory 
served by the Edison company were 
below normal and this is reflected in a 
decrease in oil field load on Edison 
lines. At the end of 1932 there were 
159,583 hp. in this classification as 
against 175,491 hp. at the end of 1931, 
a decrease of 15,908 hp. 


The total light and power load for 


Left — Southern California 
Edison Co. Ltd. reports that 
dealers sold nine times as 
many refrigerators as the 
company. Such advertising 
as this helped sell the 4,000 
units and directed the pros- 
pects to the dealers. It 
Should be noted, too, that 
electric ranges are being 
“plugged” in the refrigera- 
tion advertisement. Such 
persistent hammering, never 
letting the public forget the 
electric range story, helped 


yt home 


of Power & Light, which 
merchandises nothing but its 
services, backed its coopera- 
tive range campaign with 
much well-directed advertis- 
ing and a program of Sspe- 
cialized prospecting. Good 
appliance advertising raised | 
the Bureau’s average domes- 
tic consumption 32 kw.-hr. 
during the year 
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Employee “tip” campaigns are be- 
coming more popular and universal 
each year 


three 


NOW f. for the same 


ELECT RIC 
ositiuc RANGE 


sales A mullion American women have already changed! 
It won't be long before YOU will join them .... 


YOUR CITY-OWNED 


Right—Los Angeles’ Bureau ST Ay ei te Stans 
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the entire system as of the end of 1932 
was 2,507,538 hp. as against a figure 
of 2,515,098 hp. in 1931, a decrease of 
7,560 hp. 

Quotas for 1933 are being estab- 
lished on what are expected to be at- 
tainable bases. A _ special effort, of 
course, will be concentrated upon the 
development of the domestic load, in- 
cluding in that category air condition- 
ing and domestic cooking. Our cam- 
paign program for the year is being 
established on a very flexible basis. 
We are going to attempt to take ad- 
vantage of even slight upturns in gen- 
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eral conditions to further the urge to 
use electrical appliances in the homes 
and elsewhere. 

We have placed on our lines approxi- 
mately 1,000 electric ranges during 
1932 and anticipate raising this figure 
to about 1,200 for 1933. During the 
past five years the dealers in the Edi- 
son territory have consistently sold ap- 
proximately 25 per cent of the total 
of all ranges sold in the area. We 
therefore are assuming that the dealer 
sales for 1933 will be in the neighbor- 
hood of 300 ranges. 

Because of certain conditions with 
reference to our rate for water heat- 
ing, we have not been in a position 
actively to push this type of load. Ef- 
forts now are being made to adjust 
these rate questions, and our sales ac- 
tivity in this line will be contingent 
upon the results of these efforts. 

While it is impossible to give an 
exact figure on the total number of 
electric refrigerators installed in the 
Southern California territory during 
the past year, we estimate that ap- 
proximately 4,000 refrigerator sales 
were made. Of this total, the Edison 
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Decreased construction has not decreased activity in Red 

Seal wiring promotion; consequently, a greater proportion 

of 1932 construction was adequately wired. The Southern 

Sierras Power Co. and the City of Riverside wiring depart- 

ment had exhibits of certified wiring at an architects’ con- 
vention in the southern California city 


company sold 417, or 
per cent. 

Programmed efforts to make possible 
dealer participation in the sales pro- 
motion work of the company are being 
carefully developed. Experiments are 
being carried on at the present time 
with a campaign which is aimed to get 
out of the hands of our consumers old, 
antiquated table appliances: Through 
the use of newspaper advertising, con- 
sumers are invited to bring in any old 
lamp socket heating appliance and to 
trade it in as a part payment on any 
new lamp socket heating appliance. The 
old appliance must be at least ten years 
old and the allowance made on any 
new appliance is 15 per cent of the 
cost of the new appliance. In the one 
district in which this campaign is now 
being carried on as an experiment, the 
dealers have coordinated 100 per cent 
and are participating with us in this 
effort. If this campaign should prove 
to be successful in the development of 
sales, it is planned to carry it on in 
other parts of the system. 


approximately 10 


San Diego Consolidated 
Gas & Electric Co. 


By A. E. HOLLOWAY 
Vice-President in Charge of Sales 


HILE our company did not accom- 

plish as much in 1932, proportion- 
ately, as in preceding years, increases 
in load in most departments were satis- 
factory. During this period, a total of 
1,176 new customers was added, with a 
total of 6,537 kw. of load. This increase 
was divided: 1,093 domestic and 87 com- 


mercial. Four power customers were 
lost. 
Our merchandise department sold 


9,100 electrical appliances, electric irons 
heading the list with 996. Numerically, 
sales were 25 per cent lower than in 
1931. 

Appliance campaigns were carried on 
during the year on refrigerators, wash- 
ing machines, ranges and ironers, with 


Lighting load is profitable load, so San Diego Consolidated Gas ©& Electric Co. 


campaigned long and well, with large space in many newspapers, 


to sell com- 


mercial and domestic customers on the profit and safety of better lighting 
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f OOD display plus good service will do a lot to 
\ bring customers into your store. Add to that 
the advantages of good light and you have an 
unbeatable combination for more sales... year 
in and year out. 
Mooern, scientific lighting assures a clean, 
attractive store. It suggests first-class service, 
has a stimulating effect on clerks and customers 
alike and influences both selling and buying. 
OUR lighting department will help you get these 


results. The service is gratis 
WM. F RABER, President. 
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SAN DIEGO CONSOLIDATED 
GAS AND ELECTRIC COMPANY 
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Wherever there are brilliant lights and adequate 
illumination —there the crowd gathers . . Night sports 
have proved extremely popular and profitable. 





CITY OF RIVERSIDE 
LIGHT DEPT 


sets 
Circ TR Ma 
CONVIMING 


fairly good success, 
and prices were considerably lower than 


although volume 


in 1931. Dealers sold 25 of the 125 
ranges added to our lines, half of the 
40 water heaters and all but 100 of the 
2,150 refrigerators added. During 1933, 
combined quotas are 120 ranges, 60 
water heaters and 3,000 refrigerators. 

Red Seal activities were carried on 
as usual and 21 applications were re- 
ceived, which, while fewer than in 1931, 
is very good in proportion to the de- 
crease in building permits. 

We are planning a number of co- 
operative refrigerator campaigns to be 
carried out in cooperation with the 
dealers through the very active Elec- 
tric Refrigeration Bureau in the dis- 
trict. It is expected that this summer 
we also will put on one or two” co- 
operative range campaigns. 
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The Southern Sierras 
Power Co. 
By GEO. T. BIGELOW 


Manager, Commercial Department 


S IN the case of practically every 

other company under present con- 
ditions, with no market for the product 
of industry, our various power loads 
are below last year. In the domestic 
field, however, we show a gratifying 
increase, undoubtedly due to our load- 
building efforts through merchandising 
in the field. 

We estimate that we have added 300 
ranges, 150 water heaters and 210 re- 
frigerators to our system during the 
year, the figures not including dealer 
sales. 

As in the past, we have stuck to our 
policy of continued hard drives on these 
three major items without any spectac- 
ular activities of any kind, feeling that, 
in a territory such as ours, constant 
personal effort rather than general pro- 
motional activities is the best means of 
increasing load. We will continue this 
policy in 1933. 
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P.C.E.A. Retained as N.E.L.A. Dissolves; Dues 
Reduced, Convention and Conclaves Called Off 


ETENTION of the Pacific Coast 

Electrical Association as an auton- 
omous industry organization, with 
territory, membership and purposes 
similar to those under which it oper- 
ated as a geographic division of the 
N.E.L.A., was decided upon at a meet- 
ing of the executive committee Jan. 20. 
Committee chairmen and membership 
of the association have been advised 
of the changes in a letter sent out by 
President R. E. Fisher. This action fol- 
lowed the announcement of the forma- 
tion of the Edison Electric Institute to 
supplant the present N.E.L.A. and the 
Association of Edison Illuminating 
Companies, in which no provision is 
made for territorial subdivisions of the 
new organization. 

As an economy move, it was decided 
for the present to declare a morato- 
rium on section conclaves and commit- 
tee meetings and to hold no convention 
in 1933. Necessary and desirable com- 
mittee work which will not involve any 
expenditure of funds will be carried on 
by correspondence, although the right 
to call special meetings of committees 
as future conditions may dictate was 
reserved for the president and the ex- 
ecutive committee. Membership classi- 
fications remain unchanged, but dues 
for all members have been reduced to 
$1 per year. As in the past, member- 
ship in the organization will carry with 
it a subscription to ELECTRICAL 
WEST. A special committee was ap- 
pointed to redraft the constitution of 
the organization to conform with the 
changes necessitated by the dissolution 
of the N.E.L.A. 

“Out of the changing conditions dic- 
tated by the present-day economic 
situation, it is hoped that there may 
spring up here on the Pacific Coast a 
strong autonomous industry organiza- 
tion,” President Fisher stated in com- 
menting upon the new program. “Such 
an organization is both desirable and 
necessary. Fundamental differences in 
industry problems and geographic iso- 
lation are factors that augur well for 
the success of such an organization.” 





$54,000 Budget 
Approved 

Involving a budget of $54,000, a pro- 
gram for 1933 was adopted and ap- 
proved for the P.C.E.A. by the board 
of directors at the San Francisco meet- 
ing. Industry coordination and coopera- 
tion for market development is the 
theme around which the program is 
built. 

Red Seal, appliance merchandising, 
industrial electrification, rural electri- 
fication and increased activity in all 
phases of lighting development are ac- 
tivities included in the plans for this 
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year. As in the past, a campaign of 
cooperative advertising designed to 
stimulate increased use of electrical 
appliances and devices and electricity 
itself will be carried in approximately 
fourteen statewide magazines. 

The bureau setup of committees 
operating in the southern, central and 
northern regions of the state on each 
one of the cooperative activities was 
not altered. The present plans also 
contemplate maintenance of field work 
with field men operating in each of the 
three regions. The work of the Cali- 
fornia Committee on the Relation of 
Electricity to Agriculture will also be 
continued. 


v 


Edison Electric Institute 
Supersedes N.E.L.A. 


With the formation of Edison Elec- 
tric Institute to take the place of the 
National Electric Light Assn., a some- 
what different objective is given the 


trade association of the electric light 
and power industry. While the officers 
of the new Institute are those of the 
cld N.E.L.A. (George B. Cortelyou, 
president; William J. Hagenah, vice- 
president; Bernard F. Weadock, ex- 
ecutive secretary; and Edward Rey- 
nolds, Jr., treasurer), the scope and 
concept of the Institute will be differ- 
ent and wider. 

Only utilities will be represented in 
the new organization, with company, 
individual and honorary memberships; 
it will be essentially self-regulating, 
with disciplinary measures for member 
companies which do not conform to the 
rules laid down. 


Embodied in the constitution are 
provisions whereby member companies 
must make definite commitment to fol- 
low certain business principles; power 
of discipline, expulsion or suspension is 
given the officers through the member- 
ship committee; definite requirements 
are made as to the publication of 
audited statements; power to investi- 
gate practices of member companies is 
given Institute officers. 


Harry J. Bauer, chairman of the 
board, Southern California Edison Co. 
Ltd., and A. F. Hockenbeamer, presi- 
dent, Pacific Gas and Electric Co., are 
two of the 24 trustees who will govern 
the Institute. 
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She Knows How to Sell Appliances 





HEN the women’s committee at 

Public Service Co. of Colorado 
decided to tie in with the Rocky Moun- 
tain Division’s “Give Something Elec- 
trical for Christmas” campaign, they 
taught some male salesmen a few 
things about the art. The 112 members 
of the committee were instrumental in 
selling 2,031 appliances, representing 
purchases of 1,295 customers. Included 
in the list was everything from lamps 
to ranges. 

Miss Evelyn Garvin, securities de- 
partment employee, is shown receiving 
a mixer from Clare N. Stannard, presi- 
dent of the company, for her achieve- 
ment in winning first prize with 31,015 
points, involving 193 individual sales 
and 413 appliances. The activity was 


set up on a point basis, with cord sets 
and other small items rated at 5 points 
and an electric range rated at 500 
points. Miss Garvin’s record was equiv- 
alent to the sale of 62 ranges. 

No particular store or merchant was 
favored, the contestants merely inspir- 
ing friends and acquaintances to buy 
something electrical. When the sale 
was made, credit was given the com- 
mittee member who inspired it. As a 
result, 122 dealers were patronized, 
only 30 per cent of the sales coming to 
the company’s stores. 

James H. Blynn and Fitzgerald Mfg. 
Co. donated the Magic Maid mixer 
given as first prize, and Mr. Stannard 
donated two additional awards, besides 
feting the women at a luncheon. 
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Bigger Taxes, Lower Rates 
For Utilities Asked 


California utilities are the object of 
three bills now before the legislators of 
that state. One would increase utility 
taxes $5,802,507 a year, equalizing 
utility and common property assess- 
ments in line with the report of the 
tax research bureau (EWEST, Jan. 1, 
p. 29). A second would force the utili- 
ties to pay the $500,000 annual cost of 
maintaining the railroad commission, 
and the third is designed to go as far 
as is legally possible to require the 
railroad commission to reduce service 
rates to the consumer. These bills have 
been introduced into both houses. 

Revenue to pay the expenses of the 
commission would be raised by levying 
an assessment of not to exceed one- 
half of one per cent against the gross 
receipts of the utilities. Basis for the 
rate reduction bill is the belief that 
“public utility rates must not exceed 
the value of the service to the con- 
sumers.” It requires the commission to 
take cognizance of evidence of the 
value of service. 

Still another action of the legislators 
was a resolution, passed by the senate, 
asking the railroad commission to sup- 
ply the legislators with a list of all 
salaries of $5,000 or more paid public 
utility officials, together with the ex- 
penses charged up by these officials, 
and to list all contributions or dona- 
tions by the utilities to organizations. 

Sponsors of the resolution believe 
that, if high salaries are being paid, it 
would indicate that the utilities would 
be able to absorb additional taxes 
which might be levied. 





Portland Utility 
Tax Killed 


A proposal by a Portland city com- 
missioner to tax the gross revenues of 
Portland General Electric Co. and Port- 
land Gas & Coke Co. 3 per cent as a 
means of relieving some of the prop- 
erty tax was killed. Northwestern 
Electric Co. pays such a tax under its 
franchise. Some citizens opposed the 
tax on the ground that lower, not 
higher, rates are desired, and public 
utility officials pointed out that declin- 
ing revenues make it necessary that 
any such tax be passed on to the con- 
sumer. 


Kw.-Hr. Tax 
Up in Utah 

Utah will levy a tax of one-half mill 
per kilowatt-hour of electricity gener- 
ated in the state if a bill introduced 
in the state senate is passed. The rev- 
enue derived is to be used in lowering 
the tangible property tax. 


v 
Utility Regulatory Bill 
Reaches Oregon Senate 


Enlarging the power of the Oregon 
public utilities commission and provid- 
ing for further control of public utili- 
ties in the state, a bill, drafted by 
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A Pipe Job 





This view of the rear of the relay 
cabinets in Los Angeles Bureau of 
Power & Light’s Hollywood substa- 
tion No. 10, should make a conduit 
manufacturer's heart jump. The sub- 


Station, under construction, is to 
serve West Hollywood 
v 

Charles M. Thomas, utilities commis- 
sioner, in line with his recent public 
utterances made in connection with 
hearings during the past year 
(EWEST, Jan. 1, p. 29), was intro- 
duced in the Oregon state senate on 
Jan. 16. 

Most radical departure from the 
present law provides for the recapture 
of excess earnings above a reasonable 
return, the excess to be disbursed by 
the utility for the benefit of its cus- 
tomers under the supervision of the 
commissioner. Further, the law would 
place the budgets of utilities under 
supervisory control of the commis- 
sioner, who would haye the power to 
veto any proposed expenditure or pro- 
portion of a budgeted item. Utilities 
would be assessed the cost of investi- 
gation, as in Wisconsin, and the com- 
missioner would have power to super- 
vise security issues, sales, mergers and 
similar transactions, as in California. 

Other contemplated changes would 
prohibit payment for services by a 
utility to any corporation having an 
affiliated interest until such payment 
had been approved, would grant the 
commissioner power to hold a utility 
in contempt if it failed to observe an 
order and would compel utilities here- 
after formed for operation in Oregon 
to incorporate under Oregon law. 

The bill has able senate sponsorship 
and is further bolstered by a message 
from the governor to the legislature 
the same day the bill was introduced. 
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G. E. Wins First Suit 


Against Lamp Importers 
General Electric Co. won a victory 
in the first of what may be a series 
of suits against importers and dis- 
tributors of Japanese and domestic 
lamps which infringe on General Elec- 
tric patents, when a San Francisco 
court in December enjoined two San 
Francisco importers and several Los 
Angeles distributors and retailers from 
handling lamps of certain Japanese 
manufacturers. Because the defendants 








agreed to be enjoined by the court, 
collection of any damages was waived 
by the plaintiff. 

Basis for the injunction was the in- 
fringement of General Electric inside 
frost, tipless and gas-filled patents, and 
a marked similarity between the “TE” 
of a Japanese manufacturer and the 
GE monogram. 

Other suits have been filed against 
importers of Japanese lamps, and the 
General Electric’s attitude appears to 
be militantly to protect its patents. 
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Nielsen Resigns N.E.L.A. 


Division Presidency 


W. W. NIELSEN, president of the 
Rocky Mountain Division of National 
Electric Light Assn., tendered his 
resignation early in December and the 
executive committee of the division 
later named Fred Norcross, president- 
elect, to serve the unexpired term. The 
new incumbent had not expected to 
enter into his official duties until July 1, 
beginning of the association’s fiscal 
year. Action of the executive commit- 
tee, therefore, introduces him to leader- 
ship more than six months ahead of 
schedule. 

Mr. Nielsen formerly was manager 
of New Mexico Power Co., Albuquer- 
que, resigning the position earlier in 
December. 
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Wapato Project Bids 
Are Announced 


Fairbanks, Morse & Co., at $12,505, 
was low bidder on two motors to oper- 
ate pumps on unit No. 2 of the Wapato, 
Wash., project of the Reclamation Bu- 
reau, it was discovered when bids were 
opened. Byron Jackson Co., at $4,916, 
was low on two pumps; Pennsylvania 
Transformer Co., $5,260, was low on 
four transformers; General Electric 
Co., $4,272, was low on _ substation 
structure; and Automatic Cone Valve 
Co., $3,750, was low on automatic 
valves. When the unit is completed in 
April, 7,200 acres will be added to the 
district’s irrigable area. 


- 
Idaho Cities Will Appeal 
Adverse Power Ruling 


Following the recent decision of the 
Idaho Supreme Court denying Coeur 
d’Alene the right to construct or ac- 
quire a light and power system to be 
paid for out of revenue, word has been 
received that other Idaho cities will 
join with Coeur d’Alene in its petition 
for a rehearing. 

The matter went into litigation some 
time ago, after the voters of the city 
approved a municipal ownership pro- 
posal which specified that the proposed 
system be financed from revenues. The 
Supreme Court ruled that state stat- 
utes operate to prevent cities pledging 
revenues for such enterprises, thus re- 
versing a district court’s denial of a 
petition for a restraining order against 
the city. 
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Few Bond Maturities 
In Western States 


Of the national total of $161,419,300 
of electric light and power bond ma- 
turities in 1933, only four issues of any 
consequence involve utility companies 
in the eleven Western states, now that 
Portland General Electric Co. has pro- 
vided for the $7,500,000 in 4 per cent 
notes which matured Jan. 1. Pacific 
Gas and Electric Co. has maturing a 
$2,203,000 issue of California Gas & 
Electric general collateral 5s maturing 
in March and a $5,018,000 issue of San 
Francisco Gas & Electric general 4%s 
in November. In June there is due 
$1,987,000 in Puget Sound Power & 
Light first 5s and in August $3,076,000 
in Montana Power Transmission first 
5s. City of Tacoma Department of 
Lighting has several small maturities 
during the year. In December there 
fall due $1,349,000 6% per cent notes 
of the Arizona Edison Co., which is 
now in the hands of a federal receiver. 


v 
Los Angeles Utility Has 
Fiftieth Anniversary 

On Dec. 30, 1932, Los Angeles Gas 
and Electric Corp. observed the fiftieth 
anniversary of the beginning of elec- 
tric service in Los Angeles by Los An- 
geles Electric Corp., pioneer predeces- 
sor of the present company. 

Original service was confined to 
street lighting by d.c. are lamps on 
seven masts, each 150 ft. high, and 
only 41 customers were served in the 
first year by the 30-kw. generating 
plant. The first a.c. generator was in- 
stalled in 1890. 
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Critics Cite Abundance of 
R.F.C. Loans to California 


In connection with the application of 
the Los Angeles Bureau of Power & 
Light for a loan of $22,800,000 from 
the Reconstruction Finance Corporation 
for the construction of the transmission 
system which will carry power from 
Hoover Dam, the question has been 
raised as to the propriety of making 
so may loans in a single state. Cali- 
fornia already has obtained loans for 
the Los Angeles aqueduct and for the 
San Francisco bridges. 

To meet that objection the represen- 
tatives of the Bureau of Power & Light 
are pointing out that, in addition to 
the $22,800,000 which the R. F.C. may 
furnish, the Bureau will expend $11,- 
400,000 on construction within the city 
limits of Los Angeles. The Bureau 
estimates that contracts with manufac- 
turers located outside of California will 
“mount to $14,000,000. It is planned to 
let $8,000,000 in contracts with manu- 
facturers outside of California during 
the first four months of 1933; prac- 
tically all of the remainder of the con- 
tracts would be let before the end of 
the calendar year. These contracts are 
principally as follows: line conductors, 
$5,000,000; steel towers and copper 
weld ground cables, $3,100,000; insu- 
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For Jobs Signed, Red-Sealed and Delivered 





Ta . 
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Among the big winners in Pacific Coast Electrical Bureau’s Red Seal contest were 
(left to right): S. S. Olsen, electrical contractor of Madera; C. H. Edman, sales- 
man, San Joaquin Light & Power Corp., Madera; J. E. Barrett, district manager, 
San Joaquin Light & Power Corp., Madera; and H. W. Stitt, regional manager, 
P.C.E.B. Mr. Olsen won the contractor's prize for the first quarter; Mr. Edman 
won first prize for power company men in the first quarter, second in the last 
quarter and the grand annual prize; Mr. Barrett's office won the plaque and Mr. 
Barrett the grandfather clock-radio; Mr. Stitt won praise for his work 
and thanks for the checks 


lators, $700,000; oil circuit breakers, 
transformers and appurtenances, $3,- 
800,000; synchronous condensers, $650,- 
000; underground cables, $900,000. In 
addition, there would be smaller ex- 
penditures for poles, feder regulators, 
distribution transformers, fiber duct 
and copper wire. 
a 


San Joaquin Madera Office 
Wins Red Seal Plaque 


Culmination of the Pacific Coast 
Electrical Bureau’s 1932 Red Seal con- 
test brought prizes to many consistent 
quarterly prize winners and the silver 
plaque to the Madera office of the San 
Joaquin Light & Power Corp. C. H. 
Edman, of that office, was the winner 
of the power company salesman $100 
prize for the entire contest, even as he 
was winner of the first quarter $75 
prize and $50 second prize of the third 
quarter. J. E. Barrett, district manager 
of the Madera office, received the 
grandfather clock-radio for the dis- 
trict, making the best showing in Red 
Seal homes during the past year. C. L. 
Bice, contractor of Vista, Calif., was 
the winner of the year’s $100 first prize 
as well as the winner of the second 
and third quarter $25 prizes from the 
San Diego Consolidated Gas & Electric 
Co. territory. 

Complete announcement of the year’s 
Red Seal contest results was given by 
Victor Hartley, assistant managing di- 
rector, as follows: 

For the first quarter, the power com- 
pany salesmen’s prizes went to C. H. 
Edman, San Joaquin Light & Power 
Corp., Madera, 535.0 per cent of quota, 
$75; D. C. Miller, Midland Counties 
Public Service Corp., San Luis Obispo, 
101.5 per cent of quota, $50; W. J. 


Simpson, Jr., Pacific Gas and Electric 
Co., San Rafael, 91 per cent of quota, 
$25. Contractor awards went to H. R. 
Eklund, San Rafael; S. S. Olsen, Ma- 
dera; Kuster and Wetzel, Long Beach; 
and Central Electric Co., Watsonville, 
each of which received a $25 prize. In 
the Southern Sierras territory, the 
prize was split four ways between Ted 
Frazer, Corona; F. B. Pickering, River- 
side; Walter V. Pittman, Riverside; and 
S. and S. Electric Co., San Bernardino, 
who tied. A similar four-way tie in 
San Diego territory split the prize be- 
tween Bay Electric Co., San Diego; 
E. H. Dietrich, Escondido; Gaus Elec- 
tric Co., Carlsbad; and W. D. Hall Co., 
El Cajon. 


The second quarter’s contest resulted 
in the San Diego Consolidated Gas & 
Electric Co. winning the silver plaque 
from the Madera office of San Joaquin 
Light & Power Corp. A. I. Benedict, of 
the San Diego company, won the $75 
first prize; L. L. Turnbull, of the Mer- 
ced district, San Joaquin company, won 
the $50 second prize and A. J. Thomley, 
of the Montebello district, Southern 
California Edison Co. Ltd., won the $25 
third prize for power company sales- 
men. 

Contractor winners of the second 
quarter were Empire Electric Co., 
Santa Rosa; R. W. Wilson, Santa 
Maria; Kuster and Wetzel, Long Beach; 
C. L. Bice, Vista; Paige Electric Co., 
San Bernardino, each of whom received 
$25. 

For the third and final quarter the 
power company prizes went to A. J. 
Thornley, $75; C. H. Edman, $50; and 
D. C. Miller, $25. The plaque went 
again to the Madera office. Contractor 
winners were Walter Christenson, 
Santa Rosa; Heinck Electric Co., San- 
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ger; C. L. Bice, Vista; and George N. 
Black, San Bernardino. 

Not a little of the interest aroused 
in the plan and contest last year was 
due to the clever illustrated bulletins 
issued and distributed to contractors 
and power company salesmen. Fred 
Rae, of General Electric Supply Corp., 
San Francisco, was editor of these 
snappy bulletins. 





Meetings 





Utah Electrical League 
Re-elects Officers 


At a recent meeting of the Electrical 
League of Utah, held in Salt Lake 
City, L. E. Brown, local manager of 
the Westinghouse Electric & Mfg. Co., 
was re-elected president; R. P. Maybee, 
of Maybee & Shipley Electric Co., was 
re-elected vice-president; F. S. Cundiff, 
commercial manager, Mountain States 
Telephone & Telegraph Co., was re- 
elected secretary-treasurer; and R. E. 
Folland was re-elected executive secre- 
tary. 

Vv 


Santa Clara League Names 
Fred Doerr President 


Fred Doerr, proprietor of Garden 
City Electric Co., San Jose, Calif., has 
been elected president of the Santa 
Clara County Electrical Development 
League. He succeeds Roy M. Butcher, 
electrical contractor of San Jose, as 
president. “Larry” Greer was elected 
secretary-treasurer to succeed “Bill” 
Bowler; both are of the Pacific Gas and 
Electric. Co. sales staff. 





Reporting at the annual meeting at 
which the election took place, the 
league was shown to have maintained 
an average attendance of 28 at its 
twice-monthly meetings, eighteen in 
all held during the past year. It spent 
$1,800 in advertising, staged an elec- 
trical appliance show at a nominal cost 
of $50 for each dealer and held a very 
successful barbecue picnic during the 
year. In retiring, Mr. Butcher recom- 
mended a committee on ordinance 
preparation, another on promoting the 
certified contractor plan, a third to tie 
in with the National Electric Cookery 
Council and a fourth a clearing house 
or grievance committee for handling 
industry complaints. He also recom- 
mended that the electrical show, so suc- 
cessful last year, be repeated this 
spring. 

Orville Johnson, Graybar, was at 
first elected to the presidency, but was 
unable to accept it. Mr. Johnson has 
been very active in the league and 
probably will remain on the board of 
directors. Harry Snedeker, city elec- 
trician, San Jose, was appointed ser- 
geant-at-arms. Ralph Wiley, chief of 
the department of electricity, San 
Francisco, spoke at the meeting of 
Jan. 12 on the San Francisco appliance 
ordinance. 
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Air Conditioning Meet 
Opens Feb. 9 


Scientific aspects of air conditioning 
will feature the Feb. 9 session of the 
Western Conference on Air Condition- 
ing, to be held at the University of 
California, whereas the second day’s 
session, on the 10th, will be held in the 
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Lighting May Mean a Dog's Life—or Death 





Dr. Walkerdeni’s Dog & Cat 
Hospital, in Riverside, Calif., 
has as fine a lighting instal- 
lation in its operating room 
as do many smaller hospitals 
for humans. Engineered by 
Stewart Cundiff, The South- 
ern Sierras Power Co., and 
installed by Walter Pittman, 
electrical contractor of Riv- 
erside, the installation com- 
prises four 150-watt ceiling 
Holophane units over the 
operating table, standard for 
small surgeries, plus regular 
lighting. The hospital also 
has electric heating and 
sterilizing 






civic auditorium, San Francisco, and 
will deal with the more popular and 
practical phases of the subject. 

Treating the scientific aspects, the 
first paper will be “The Basic Theory,” 
by Professor Washington, Stanford 
University. Another paper, “Physiolog- 
ical-Psychological Aspects,” will be 
treated by Dr. C. W. Brown. Another 
paper is being prepared on the subject 
of heat transference and temperature 
lag in building design and still another 
discussing psychrometric charts. The 
afternoon session will largely be de- 
voted to the cooling problem. 

The civic auditorium session will de- 
vote itself to the problems of unit air 
conditioners as applied to homes and 
offices. The afternoon session will treat 
with large commercial and industrial 
applications. Local installations, par- 
ticularly, will be discussed. A dinner 
meeting at the Engineers’ Club in San 
Francisco wil! close the first day’s ses- 
sion. Dr. Baldwin M. Woods, University 
of California, is general chairman. The 
conference is being sponsored by the 
San Francisco Section, A.S.M.E., and 
engineering department of University 
of California. Cooperating with these 
are the A.I.E.E., A.S.M. & M.E., A.1.A., 
N.A.P.R.E., A.S.H. & V.E., and S.R.E. 
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Oregon C.R.E.A. Tries 
Radio School 


An innovation in the dissemination 
of farm electrification information is 
being tried out at Oregon State Col- 
lege, Corvallis, through a series of 
radio lessons. This course, which is 
intended primarily for high schools 
having vocational agricultural depart- 
ments, is being broadcast at the rate 
of two lessons per week from the col- 
lege radio station, KOAC. The course 
is being prepared by Prof. Clyde Wal- 
ker, of the agricultural engineering 
department, and C. J. Hurd, assist- 
ant agricultural engineer. The lessons, 
which consume a half-hour period, are 
each given twice, one in the morning 
and one on an afternoon, so as to ac- 
commodate the desires of the various 
classes. The course commenced Jan. 4, 
with fourteen high school classes en- 
rolled and with the expressed interest 
of a number of farmers throughout the 
state who were planning to listen in, 
and will continue through March. 

Much of the material scheduled for 
presentation is material originating 
from experiments of the Oregon Com- 
mittee on Relation of Electricity to 
Agriculture. After going through the 
fundamentals of electricity and central 
station service and rates, the lessons 
proceed to take up different uses of 
electricity on the farm, giving specific 
instructions as to how to make instal- 
lations and how to solve the electrical 
and mechanical problems involved. 
Some of the subjects are: feed grind- 
ing, wiring for poultry houses, electric 
brooding, water heating, sterilization 
and refrigeration for dairies, and elec- 
trically-heated hot beds. 
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Supplementing the radio talks, the 
department has issued, in mimeo- 
graphed form distributed to all those 
interested, instructions for teachers, 
outline of each lesson for students and 
the lesson itself as it is broadcast. In 
these releases are additional problems 
to be worked out for practice and sug- 
gestions for related work and study. 
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New Apple Washer 
Developed in Washington 


Development of a new style apple 
washing machine at Washington State 
College was announced as a discovery 
of primary importance at the annual 
meeting of the Washington Committee 
on the Relation of Electricity to Agri- 
culture held in Spokane on Jan. 9. The 
new machine, tested at Wenatchee dur- 
ing the past season, enables operators 
to remove both arsenical and lead spray 
residues and turn out absolutely clean 
fruit. Electrically operated, it puts the 
apples through a series of dips and 
brushes. Electricity is also used to heat 
the solutions and to operate centrifugal 
pumps. 

All-night lighting of poultry houses 
was found to stimulate egg production 
during fall and winter months, when 
prices are highest, at a lower cost than 
12-hour lighting, but with a slightly 
higher mortality than the 12-hour sys- 
tem, according to the report of Paul 
K. Jones, of the state college staff. 

Other experiments were described on 
electric brooder equipment; warming 
water for dairies and poultry; sprink- 
ler evaporation; electric hotbeads and 
soil heating; and home economics. 

The program outlined for the work 
of the committee investigators during 
the year 1933 includes additional 


studies and demonstrations of pasture 
irrigation, studies of alfalfa feeding of 
poultry; building of a feed mixer; 
building of a poultry semi-scalder for 
small ranch use; studies of electric 
cooking of potatoes and other feed for 
hogs; study of the possible relation of 
X-rays and ultra-violet light on the de- 
velopment of sport buds of apples; 
study and development of a machine 
for washing beets, potatoes and other 
root crops before storage or shipment. 





Northwest 
Association 





Northwest Power Assn. 
To Hold Spring Conclaves 


Plans for holding spring meetings 
of the Accounting, Engineering and 
Sales Sections of the Northwest Elec- 
tric Light & Power Assn. are progress- 
ing. The first of these conclaves will be 
the Sales Section, in Spokane, March 
16-18; the accountants have scheduled 
their meeting for Portland, May 15-16; 
the dates of the engineering meetings 
are yet to be announced. 

Organization of the Sales Section 
has been completed and committee ap- 
pointments are as follows: 

Under the industrial and commercial 
sales bureau, headed by H. S. Atwood, 
Puget Sound Power & Light Co., four 
committees will function, their chair- 
men being: commercial cooking, P. E. 
Stowell, Dohrmann Hotel Supply Co.; 
commercial and industrial air condi- 
tioning, H. C. Bender, The Washington 
Water Power Co.; commercial and in- 
dustrial lighting (including outdoor 
lighting), Hobart McDaniel, Pacific 
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Power & Light Co.; industrial power, 
H. B. Batchellor, Puget Sound Power 
& Light Co., who also acts as bureau 
vice-chairman. 

R. M. Bleak, Utah Power & Light 
Co., chairman of the residential sales 
bureau, has appointed five committees: 
water heating, J. B. McLain, Idaho 
Power Co.; electric range, Orr Crites, 
Portland General Electric Co.; home 
appliance, Guy Davis, Pacific Power & 
Light Co.; home air conditioning and 
heating (including refrigeration), 
Glenn L. Jackson, The California Ore- 
gon Power Co.; home lighting, Walter 
Potter, Incandescent Lamp Depart- 
ment, General Electric Co. Mr. Davis 
is bureau vice-chairman. 

The rural sales bureau will not or- 
ganize into separate committees, but 
will carry on the farm equipment and 
farm service phases of its work through 
the bureau as a whole. Headed by D. 
B. Leonard, Pacific Power & Light Co., 
with L. C. Moore, Portland General 
Electric Co., as vice-chairman, the bu- 
reau consists of nine other members 
from utility companies and_ state 
C.R.E.A. committees. 

K. M. Robinson, Idaho Power Co., 
heads the customer service committee 
functioning outside of the three bu- 
reaus. 

Recently off the press in pamphlet 
form is a report of the prime movers 
committee of the Engineering Section, 
edited by A. H. Greisser, last year’s 
chairman, with cost data and operating 
information on several diesel-electric 
generating stations in the Northwest. 
Considerable demand for this report 
made an extra printing necessary; a 
few remain and may be had for 15 ec. 
each from the office of the association 
secretary, Berkeley Snow, 707 Spalding 
Bldg., Portland. 
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Pictograph map of the San Francisco Bay industrial area shown in relation to principal cities of northern California, which 

was prepared by Pacific Gas and Electric Co. and presented by A. F. Hockenbeamer, president, to the San Francisco Bay 

Industrial Committee. This committee, composed of representatives of all chambers of commerce in the San Francisco Bay 
region, is charged with the primary job of selling the area to prospective industries 
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Personals 


Asphyxiation Takes Life 
of Cy Geisbush 


Y GEISBUSH, vital, enthusiastic 

Eastern Sales Manager of ELEC- 
TRICAL WEST, successfully survived 
a shock of 22,000 volts in 1921. By a 
paradoxical turn of fate, his life was 
snuffed out by fumes from a gas jet 
on which a pot of coffee had boiled 
over, at his home at Jamaica, Long 
Island, New Year’s eve, while busy 
writing letters to his friends and asso- 
ciates in California. By this subtle, un- 
expected triviality and ironic paradox 
was closed a career of brilliant con- 
trasts and of undoubted promise. 

Cy Geisbush, born in Milwaukee, 
Wis., of a German-American father 
(who was captain of a Spanish-Ameri- 
can War volunteer company) and an 
Irish-American mother, educated in the 
public schools of that city, began his 
electrical experiences as an electrician’s 
apprentice at the Hawthorne works of 
Western Electric Co. During the war 
he served in the navy as electrician, 
attending the electrical school at Hamp- 
ton Roads. Upon discharge he worked 
his way West by various jobs as elec- 
trician on construction projects. 

In 1920, partly by riding the brake 
rods, partly hiking across the scorching 
summer Arizona desert, partly hitch- 
hiking, he arrived in Los Angeles, with- 
out a dime. Unable to find electrical 
work he took a job cleaning up after 
a school fire in a small San Joaquin 
Valley town, leaving his navy discharge 
as security for a loan for food until 
his first pay day. Returning to Los 
Angeles, he worked in an electrical 
crew at the Huntington Park substa- 
tion of Southern California Edison Co. 
Ltd., where, while reaching for a tool, 
he backed into a live bus and received 
22,000 volts through his body. Resusci- 
tated, he was given the position of 
business agent for Local 83 of the 
union during his convalescence. Here he 
demonstrated such leadership poten- 
tiality that the contractors of San 
Pedro and Wilmington, then of Los 
Angeles, and finally of southern Cali- 
fornia, successively made him their as- 
sociation manager and executive secre- 
tary. 

In 1924 he was instrumental in the 
reorganization of the two state groups 
of contractors into the California Elec- 
tragists, and reaffiliation with the na- 
tional association. In 1927 he was made 
state manager of the Electragists. 
During his management of this con- 
tractor-dealer association he initiated 
its successful Estimators’ Section, its 
Motor Section, and conducted educa- 
tional meetings throughout the state 
on business methods and estimating for 
contractors. 

His entire career in association ac- 
and 
all 


tivities had been so constructive 
his 


personality so much felt by 
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CY GEISBUSH 
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branches of the industry in the West 
that the late C. T. Hutchinson, then 
president of the McGraw-Hill Co. of 
California, in 1929 persuaded Cy Geis- 
bush to leave the Electragists and to 
represent ELECTRICAL WEST in New 
York. Although without previous ad- 
vertising experience whatever, with 
characteristic penetration to funda- 
mentals, keen curiosity and voracious 
appetite for knowledge, he was emi- 
nently successful in this new work. 
Within the past year he had been ad- 
vanced to added responsibility in the 
McGraw-Hill Publishing Co. 

Only 37 years old, leaving his wife and 
a family of three small boys, having 
left a veritable wake of friends follow- 
ing him wherever he went, Cy Geisbush 
was cut off from a promising career 
and the industry deprived of a poten- 
tial leader possessed of compelling 
human sympathy and amazing mental 
capacity by the accident which took his 
life. ELECTRICAL WEST has lost an 
enthusiastic representative who made 
Eastern manufacturers keenly aware 
of the accomplishments and the future 
of the electrical industry in the West. 
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Hibbard Now President 
of Idaho Power Co. 

. L. HIBBARD, vice-president and 

general manager, Idaho Power 
Company, Boise, since May, 1929, was 
on Jan. 12 elected president of the 
company by the board of directors; he 
will become president and _ general 
manager. 

F. F. Johnson, who has been presi- 
dent since the incorporation of the 
company in 1916, and more recently 
chairman of the board in addition, will 
continue to occupy the latter position. 

Mr. Hibbard has had a varied career 
in the electrical industry, which com- 
menced immediately upon his gradua- 
tion from McGill University in 1906. 
This career included research work in 
the General Electric laboratories, free- 
lance consulting engineering, construct- 
ing the street railway system in San 
Antonio, Texas, and holding various 
operating and managerial positions in 
Quebec, North Dakota and Minnesota. 


From 1923 to 1928 he was with the 
Northern States Power Co., Minne- 


apolis, as assistant vice-president and 
chief operating engineer. In 1928 he 
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CRIDDLE 


came to the Idaho Power Co. as assist- 
ant general manager, advancing to 
general manager and the vice-presi- 
dency of that company on the resig- 
nation of W. R. Putnam, now of Elec- 
tric Bond & Share Co. Since his resi- 
dence in Boise, he has held two terms 
as president of the Northwest Electric 
Light & Power Assn. 
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E. B. Criddle Elected 


Riverside Mayor 

LECTED mayor of Riverside, Calif., 

by the city council to replace 
Mayor-elect S. C. Evans, who died on 
Dec. 31, E. B. Criddle, for more than 
21 years an employee and executive of 
The Southern Sierras Power Co., re- 
signed his position as vice-president of 
the power company to accept the pub- 
lic office. 

Prominent in electrical industry af- 
fairs, Mr. Criddle was president of the 
Pacific Coast Electrical Assn. in 1929- 
30. He joined the power company in 
1911 as district manager of the north- 
ern division. Two years later he was 
made general agent, a position he held 
until he was made vice-president in 
1923. 

In civic affairs, the new mayor also 
has been prominent. He twice was 
president of the Riverside chamber of 
commerce and is completing his fourth 
term as national councilor for the 
United States Chamber of Commerce. 
He was also, for many years, vice- 
chairman of the industrial committee 
of the California State Chamber. Sev- 
eral times he has been chairman of 
important civic committees and leader 
of various fraternal and service organi- 
zations. 

Mr. Criddle long has been an advo- 
cate of reduction in the cost of local, 
state and national government, and has 
made many talks on the subject. 
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ADDISON B. DAY, president, Los 
Angeles Gas and Electric Corp., and 
for two years vice-president of the All- 
Year Club, a_ southern California 
booster organization, on Jan. 10 was 
appointed president of the club. Mr. 
Day also has been campaign chairman 
for the Los Angeles community chest. 








Frank Connolly Manager 
of General Contractors 


RANK J. CONNOLLY, since 1929 

executive secretary of the Califor- 
nia Electragists, Southern Division, 
and its successor, the Electrical Con- 
tractors and Dealers Association, has 
been made manager of the Southern 
California Chapter, Associated General 
Contractors. Successor of Cy Geisbush 
as the leader of the contractor-dealers 
in southern California, Mr. Connolly 
carved out for himself by efficient man- 





FRANK CONNOLLY 


agement and skillful handling of af- 
fairs, as well as by force of personal- 
ity, a position of far-reaching influence 
in the construction industry. 

Born in Waltham, Mass., in 1891, Mr. 
Connolly, while serving an electrician’s 
apprenticeship after finishing high 
school, took night courses at Lowell 
Institute, Boston. He worked as jour- 
neyman electrician until the war, joined 
the navy, for which he served as chief 
electrician on the U.S.S. Virginia, and 
the Idaho. Later he became naval elec- 
trical instructor at Annapolis, and with 
the Sperry Gyroscope Co. at Brooklyn. 
After discharge he worked as elec- 
trician in Los Angeles, leading to his 
becoming business agent for the union, 
a position in which Cy Geisbush suc- 
ceeded him. He left to become super- 
visor of trade instruction for the Vet- 
erans’ Bureau in vocational rehabilita- 
tion work. 

After two years in that capacity he 
interested himself in orange farming, 
purchasing a ranch in Kern County, 
Near Bakersfield, which he still owns. 
As orange grower he was prominently 
identified with civic affairs, becoming 
director of the Kern County chamber 
of commerce, of the Richgrove Jas- 
mine Citrus Association, and Tulare 
Fruit Exchange. 

He joined the Electragists’ field staff 
when Mr. Geisbush left to join the 
McGraw-Hill Co. of Calif. In handling 
the affairs of the southern California 
contractors during years of declining 
construction business, he was surpris- 
ingly successful in keeping a strong, 
representative and constructive organi- 
zation together. Last year he initiated, 
as a private enterprise, a suggested re- 
sale price-list service, which will be 
continued under his direction. 
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The Electrical Contractors and Deal- 
ers’ Association of Southern California 
will continue for the time being with a 
volunteer secretary, managed by its 
executive committee until business con- 
ditions warrant a full-time secretary 
again. 
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H. S. Tittle, Pioneer 
Contractor, Succumbs 


NOTHER pioneer electrical con- 

tractor of the San Francisco Bay 
area was taken by death Jan. 9 when 
Horatio Seymour Tittle, proprietor of 
the H. S. Tittle Co., succumbed to heart 
attack. 

Mr. Tittle was born in Georgia, 1868, 
attended the University of Colorado 
and first entered the electrical business 
as an operator for the Western Union 
Telegraph Co. Later he was connected 
with the Pacific Coast Telephone Co., 
in Los Angeles, as superintendent in 
charge of its underground construction 
in the downtown area. Later he was 
district superintendent for the telephone 
company at Auburn, remaining with 
that company until 1903. 

In 1903 he joined the Century Elec- 
tric Co. of San Francisco as one of 
its partners. This company was en- 
gaged upon the Fairmont Hotel, then 
under construction, at the time of the 
San Francisco fire. 

After,the fire he joined the John G. 
Sutton Co., plumbing, heating, venti- 
lating and electrical contractors, as 
superintendent of the electrical depart- 
ment. It was in 1912 that he started 
his own company, the H. S. Tittle Co., 
which has completed some of the 
largest building wiring systems in the 
bay area. Among these were the 
Crocker Bldg., Shreve Bldg., Phelan 
Bldg., Palace Hotel, Balboa Bldg., Mat- 
son Bldg., Southern Pacific Bldg., Mills 
Bldg., St. Francis Hotel, Southern Pa- 
cific and Stanford Hospitals, Tivoli and 
Oakland Theaters, Loew’s State The- 
ater in Los Angeles, the Sir Francis 
Drake Hotel and the San Francisco 
Stock Exchange. 

The business is to be carried on by 
Thomas Harris, who had been asso- 
ciated with Mr. Tittle for 30 years and 
long has been superintendent in charge 
of construction for him. Mr. Harris was 
president of the California Electragists, 
1930 and 1931. 
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APPOINTMENT of Grover C. Beck- 
man as division manager at Lewiston, 
Idaho, was announced by J. E. E. 
Royer, vice-president and general man- 
ager of The Washington Water Power 
Co. Mr. Beckman, who has been district 
manager at Moscow, Idaho, succeeds 
Howard Cooper, who resigned to accept 
a position as commercial manager of 
Wisconsin Power & Light Co., at Madi- 
son, Wis. 

ALLEN G. McBRIDE has assumed 
the duties of president and manager of 
Elko-Lamoille (Nev.) Power Co., suc- 
ceeding his late brother, B. C. McBride. 


Charles S. Newell Heads 
Colorado League 


HARLES S. NEWELL, engineer of 
Mountain States Telephone & Tele- 
graph Co., was elected president of the 
Electrical League of Colorado at that 
body’s annual poll on Dec. 19. L. M. 
Cargo, Westinghouse Electrical & Mfg. 
Co., is retiring from the presidency 
after two terms. 
Mr. Newell joined the telephone 
company in 1899, shortly after his 
graduation from Colorado Agricultural 





CHARLES S. NEWELL 


College. He has been a member of the 
league advisory board for several years 
and has occupied a commanding posi- 
tion in the industry by reason of his 
abilities as an organizer, worker and 
leader. 

Elected to serve with the new presi- 
dent are J. C. Davidson, Hendrie & 
Bolthoff Mfg. and Supply Co., secre- 
tary; and O. L. Mackell, Public Service 
Co. of Colo., treasurer. These officers, 
together with chairman of the several 
divisions, who automatically become 
vice-presidents, form the executive com- 
mittee. The vice-presidents are: L. A. 
Vosmer, representing the contractor- 
dealer group; Samuel Beck, distrib- 
utors; R. G. Gentry, utilities; and L. 
M. Cargo, manufacturers. 


v 


PAUL M. DOWNING, vice-president 
and general manager, Pacific Gas and 
Electric Co., has been elected treas- 
urer of the San Francisco chamber of 
commerce after several terms as a di- 
rector. With Mr. Downing, as directors, 
were elected Raymond M. Alvord, Gen- 
eral Electric Co., and Joseph S. Thomp- 
son, Pacific Gas and Electric Co. 


CORRECTION—In the last issue of 
ELECTRICAL WEST, it was reported 
erroneously that R. B. Bonney replaces 
C. R. Higson as A.I.E.E. vice-president. 
Mr. Higson is vice-president from dis- 
trict 9 and continues to retain that 
position. Mr. Bonney is vice-president 
from district 6. 


DAN SHEA has been appointed as- 
sistant to H. M. Crawford, general 
commercial manager, Pacific Gas and 
Electric Co. Mr. Shea will handle sales 
promotion and market statistical data 
in addition to his previous duties. 
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Contractors’ Association 


Program in Full 


Full text of the program enunciated 
at its Dec. 8, 1932, meeting by the 
newly-reorganized Association of Elec- 
trical Contractors of Northern Califor- 
nia, sets that organization on record as 
standing for “constructive, yet aggres- 
sive, accomplishment of fundamental 
improvements necessary to bring the 
electrical industry back to a plane of 
fair dealing, profitableness to all 
branches of the industry, and common 
sense.” The program continues: 

“In so doing, it calls upon all elec- 


trical contractors to: 

“1. Put their own houses in order, 
which means to become better business- 
men, unmoved by the blandishments 
either of false sales schemes or the 
falser race for jobs regardless of cost. 
It means considering the business as a 
business, not a gamble. 

“2. Analyze costs of doing business 
and make these analyses available to 
the industry, so that there no longer can 
be any excuse for not recognizing these 
costs in the margins or discounts pro- 
vided those who sell or install equip- 
ment. 

“3. Defend their own businesses and 
future by defending the industry against 
such outside rackets as foreign lamps 
and lighting equipment, trick gold-brick 
electrical products, gas engine substitu- 
tion, and uneconomic municipal owner- 
ship schemes, which in the long run re- 
flect discredit upon the industry and 
bring only temporary, if any, business 
advantage. 

“4. Recognize that this is an age of 
change, that processes as well as meth- 
ods are undergoing great changes, and 
that it may be necessary to alter con- 
tracting to meet these new developments 
or conditions. 


“Because so many of the problems 
of contracting relate to manufacturer 
policy and sales methods, the associa- 
tion urges upon manufacturers more 
consideration in the following respects: 


“5. Recognition of the ultimate sound- 
ness of supporting and making business 
profitable for a high-grade type of busi- 
ness contractor, so that there will be 
some incentive for contractors to meet 
the specifications of such a type in their 
own business conduct, and that new 
contractors, as business improvement 
warrants, will be recruited from men 
who can develop into good business men. 

“6. Margins and discounts be estab- 
lished on stable lines of merchandise or 
equipment based upon the true facts as 
to cost of distributing such products, 
and not guesswork or hope. 

“7. That distribution of their products 
be reasonably and intelligently restricted 
to the number consistent with the mar- 
ket, and, furthermore, that considera- 
tion be given by them to their compet- 
itors, big or small, recognizing that they 
too must be allowed to share in the 
market. If they are not accorded that 
consideration, experience certainly 
proves that the competitors may take 
it upon themselves to break into such 
markets at the expense of the entire in- 
dustry. 

“8. Arrival at some reasonable classi- 
fication of trade and that consistency be 
followed to the extent of making the 
same classification for wholesalers oper- 
ated by such manufacturers. 

“9. That a real analysis be made of 
whether or not direct selling really pays 
when it brings into its wake a demoralized 
contractor, wholesaler, price, and quality 
situation and increases sales cost by 
duplicating and triplicating sales effort. 


“The association, in addition to the 
foregoing considerations asked of man- 
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ufacturers, urges upon wholesalers be- 
sides: 

“10. A determination whether the fu- 
ture functioning of a wholesaler does 
not call for a decision as to the field 
and extent of wholesale distribution and 
its limitations, so that it may be deter- 
mined whether the wholesalers cannot 
re-establish themselves as the buyers 
for and complete supply source of the 
contractor, becoming the agent of the 
contractor a little more and of the man- 
ufacturer less. 

“11. That jobber salesmen’s activities 
be promotional and compensated for 
upon that basis, so that the temptation 
to sell direct now presented in their 
compensation scheme will be eliminated, 
so that they can better fulfill their func- 
tion as the advisor, buying agent, sales- 
man and expert on a product which the 
contractor needs to help him in his sales 
and business development. As long as 
the contractor must consider the jobber 
salesman as his competitor, there is 
little hope that the jobber salesman can 
perform these really necessary functions 
for him. The great investment both of 
the manufacturer and the wholesaler in 
advertising, sales promotion and per- 
sonal selling effort cannot 4 but be 
checkmated by contractors in their own 
self-preservation as long as they are in 
a competitive position to those who 
should be allies. 


“To the central stations, the contrac- 





tors urge that the excellent policies 
enunciated by the officials and head of- 
fices as respects merchandising be 
given a better chance to find their way 
into actual practice by: 


“12. More careful consideration of the 
profitableness to cooperating dealers of 
some of the sales programs prepared by 
utilities. As it is, an unattractive sales 
program breeds disgust rather than a 
cooperative effort on the dealer’s part. 
Utilities should realize that the business 
advantages under which they operate, 
where revenues from use can justify and 
render profitable even some losses on 
merchandise selling, are not available to 
dealers. This disparity of economic posi- 
tion gives rise to the dissatisfaction and 
rancor which has led in the past to anti- 
merchandising movements. 

“13. More consideration, when work is 
to be done, as to the ultimate advantage 
of favoring those whose efforts in the 
industry are consistent with good ser- 
vice to the public. In other words, the 
ultimate economy of cheap wiring or of 
cheap contracting, as opposed to the 
value of the support of good substantial 
contractors, really should be studied. 
Likewise, an effort should be made, 
where head office policy is basically fair 
and commendable, to see that this policy 
more often finds itself practiced in rela- 
tion to salesmen’s activities and district 
management attitude. 


vvy 
Consolidating in the 1933 Manner 


ONSOLIDATION of position is a 


fashion these days, but when the 
Newbery Electric Corp., of Los An- 
geles, consolidated its warehouse and 
yard with its offices it did so in an 
extraordinarily special manner. 

The firm, established in 1903 by Glen 
Arbogast, who has been president and 
manager continually since then, was 
started in the basement of the Stimson 
Building. Some years lated it moved 
to 726 South Olive St., and opened a 
merchandising business. As the com- 
pany continued to grow it was found 
necessary to obtain warehouse space 
outside of the busy downtown section. 
This was found on Venice Blvd., where 
the company built a brick warehouse 
and metal shed for heavy material. Last 
year it was decided to modernize the 
building and to discontinue the retail 
store on South Olive St., moving the 
contractor offices to the one location. 

Wilson & Merrill, architects, spe- 


cializing in this type of work, designed 
a modernistic type of building. Over- 
head of the company was materially re- 
duced by eliminating the retail depart- 
ment and condensing operations in one 
location. Los Angeles has rapidly been 





growing in that direction, and the new 
location on Venice Blvd. finds itself 
centrally located for handling the type 
of construction work of the company, 
spread out over all of southern Cali- 
fornia. 

On the main floor, a display for the 
advertisement of the company at the 
entranceway is provided. In this is 
shown street lighting and heavy equip- 
ment. One section of the lower floor is 
rented to an outside tenant. The rear 
of the lower floor, back of the display, 
is used for warehouse facilities. 

Upstairs the offices are maintained. 
At the front are the offices of Glen E. 
Arbogast, president and manager, and 
R. C. Spilsbury, vice-president in charge 
of construction. D. D. McFarlane, sec- 
retary and treasurer, and the sales and 
estimating departments occupy the 
space in back of the two front offices. 

Some of the recent big work the com- 
pany has done includes the Los Angeles 
County Hospital, for which the fixture 
contract has also been secured. Like- 
wise, the ammunition depot at the 
Naval Base in Honolulu, the Sixth 
Street Viaduct over the Los Angeles 
River and the Vernon power plant. 
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“To the industry, through the Pacific 
Coast. Electrical Bureau, the contrac- 
tors address this plea: 

“14. That the functions of each branch 


of the industry be better defined and 
understood, and that, in campaigns, 
slogans, sales programs, Red Seal ac- 
tivity or other work undertaken by the 
Bureau and requiring industry and con- 
tractor participation, the tests of profit- 
ableness and real and permanent value 
to the industry be considered. The Bu- 
reau officials have long deplored the 
lack of participation in its programs by 
contractors. Unfortunately, by such par- 
ticipation they have misjudged sales- 
manship or business qualifications of 
contractors. As this association con- 
ceives it, the Pacific Coast Blectrical 
Bureau has before it an opportunity 
which it has never yet realized, that of 
becoming a genuine forum for industry 
problems, not as in the past merely the 


sales aspects of such problems, but the 
sound economic study into the problems 
and their consequences.” 


Building Congress Would 
Amend Construction Law 


Several proposed legislative changes 
to the California laws pertaining to 
building and construction, prior to pre- 
senting them to the present session of 
the legislature, have been under con- 
sideration by the executive committee 
of the California Building Congress, 
both northern and southern sections. 
This congress has been organized by 
the California State Chamber of Com- 
merce as an aid to the construction in- 
dustry. 

Among these proposed legislative 
measures are amendments to the pres- 
ent laws relating to trust deeds, 
amendments to the mechanics lien law, 
special legislation to permit application 
for funds under the Federal Home Loan 
Bank act, special legislation to permit 
application to the R. F. C. for funds to 
construct self liquidating sewage and 
waterworks projects, and legislative ac- 
tion for the spreading of work on field 
construction work, with a proposal to 
limit the hours of not only men but 
machines. A resolution urging the leg- 
islature to establish standing commit- 
tees in both houses to deal with con- 
struction legislation was unanimously 
carried. 

Trust deed law revision proceeds 
along lines to give longer and more 
complete notice of foreclosure sale of 
property in default of payments, to 
delay forced sale on technical grounds 
such as unpaid insurance or taxes, and 
to limit deficiency judgments following 
a forced sale to the difference between 
the market value and indebtedness; 
likewise to require that such deficiency 
actions must be brought to court within 
6 months of the sale. 

Revision of present lien laws, instead 
of adopting the uniform lien law de- 
veloped by the U. S. Department of 
Commerce, is planned. The revision 
contemplates changes to provide for 
transfer of the lien to other security 
than the real estate itself in order to 
clear title, limitation of owner’s lia- 
bility to the contract price, establish- 
ment of a “visible commencement of 
work” date by recording. 

Work spreading legislation involves 
some bold steps, percedent for which 
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does not exist, but justified by the 
emergency nature of the unemploy- 
ment situation, according to Frederick 
Whitton, chairman of a committee au- 
thorized to submit a proposed act on 
the subject. 

Mr. Whitton established the justifica- 
tion for the proposed legislation upon 
four points: 1, The depression must be 
considered of more or less permanence 
in that short-time panaceas will not 
solve the basic and dangerous problem 
of unemployment. Hence emergency 
measures are required, regardless of 
traditional practices. 2, Voluntary ac- 
tion, because of the competitive situa- 
tion, cannot cope with the problem. 
Only legislation will force all to meet 
the same conditions. 3, Because of inter- 
state complications and federal laws, 
particularly the 14th amendment, legis- 
lative action must limit itself to field 
construction work strictly within the 
state. 4, Labor cannot be expected to 
bear the entire brunt of work ration- 
ing. Power-driven field machinery also 
must be limited as to working hours. 

To provide the maximum of flexi- 
bility within the limitations of work 
set-up, nothing is to be specified as to 
the number of hours per day or days 
per week. A 30-hour week, for any man, 
and a 60-hour week for any machine, 
will be maximum. This allows two-shift 
operation, but prevents overuse of ma- 
chinery at the expense of employment. 
A point made in discussion was that if 
costs are increased slightly, society 


must assume such costs or else face the. 


greater costs of relief and 


disorder. 


incipient 
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MAURICE H. SEID, member of the 
firm of Dowd-Seid Electric Co., 2118 
Mission St., San Francisco, was recently 
elected president of the Mission Street 
Merchants’ Assn., for which organiza- 
tion he has served five years as second 
vice-president. 


CALIFORNIA ELECTRIC WORKS, 
San Diego, is taking care of the elec- 
trical work incident to the excavation 
and quarrying of rock for the new El 
Capitan dam for the San Diego city 
water system. The dam is of rock-fill 
construction similar to the Salt Springs 
dam of the P. G. and E. Co., and 
utilizes some electric shovels. 


CLINE ELECTRIC SHOP, at San 
Luis Obispo, Calif., has rearranged its 
display so that a fixture room, a second- 
hand equipment room, and a radio re- 
pair shop are provided in less space 
than formerly occupied. This_ re- 
leases window and store space for sub- 
letting. The fixture room is arranged 
on the mezzanine floor and is finished 
with five types and colors of paper, one 
on each wall and one on the ceiling. 
This allows the display of fixtures 
against any of this choice of back- 
ground. The second-hand room is used 
to display trade-in merchandise and has 
been a successful feature of this mer- 
chandising store. 





FRED H. HUME, president and 
managing director, Hume & Rumble 
Ltd., Vancouver and New Westminster, 
is running for election as mayor of 
New Westminster, B. C. Mr. Hume is 
the head of the largest electrical con- 
tracting firm in Western Canada and 
has been a member of the New West- 
minster city council for the past ten 
years, and is president of the New 
Westminster Board of Trade and the 
famous Westminster Royals football 
team, former Dominion champions. 


L. F. STOKES, who for some years 
has had an electric shop at Guadalupe, 
Calif., recently opened a Westinghouse 
authorized merchandising store at 215 
E. Main St., Santa Maria, Calif. 


SAN DIEGO ELECTRIC CO., of 
which Bruno Barth and Durlin Flagg 
are proprietors, have just completed 
the wiring for the new Natural History 
Museum in Balboa Park, San Diego, 
Calif. The building was erected on the 
site of the former Civic Auditorium 
which had been made from one of the 
1915 Exposition buildings and since had 
burned down. The building was donated 
to San Diego by the late Miss Ellen 
Scripps, and is a permanent Class A 
concrete construction. 

Other recent jobs of this company 
were the combining of loads of the 
Holzwasser Department Store and Owl 
Drug Store building, recently taken 
over by the former, so that the com- 
plete load would be on one meter. This 
company also installed much outline 
Neon lighting for Standard Oil stations 
in the vicinity and added to the light- 
ing at the Navy field for motorcycle 
races. 


WITH its previous electrical ordi- 
nance held invalid by Judge Nephi 
Jesen, of Salt Lake City, City Attorney 
Fisher Harris rushed to the city com- 
mission early in January with a new 
ordinance for passage. The old ordi- 
nance was thrown out after injunction 
proceedings had been brought by C. La- 
mont Felt, of Felt Electric Supply Co. 
Particular attack was made on the old 
ordinance on its licensing of contracting 
electricians. The city was left in a posi- 
tion of not being able to issue permits 
for wiring except to licensees. The new 
ordinance proposed by Harry L. Finch, 
commissioner of parks and public prop- 
erty, includes an electrical inspection 
department and retains the regulation 
of electrical installations. The Elec- 
trical League of Utah has advised the 
city that it thinks the new ordinance 
inadequate. 


CORNELIUS F. COLLONAN, elec- 
trical contractor-dealer at 3201 Mission 
St., San Francisco, was recently ap- 
pointed a member of the City Planning 
Commission by Mayor Rossi, of San 
Francisco. 


RALPH’S ELECTRIC SHOP, for- 
merly located in the I.0.0.F. Bldg., 
Indio, Calif., has moved to 202 Fargo 
St. The shop is conducted by Mrs. R. 
Alden. 
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Distributor 


Hotpoint, G. E. Split 
Range Lines 


No more will electric ranges trade- 
marked “General Electric-Hotpoint” be 
marketed by Edison General Electric 
Appliance Co., Inc. Effective Jan. 1, the 
Edison organization announced it will 
concentrate effort on a new line of 
ranges to be marketed nationally under 
the trade name “Hotpoint.” General 
Electric Co., from its Cleveland head- 
quarters, will sell a line of “General 
Electric” ranges. 

At the same time a specialty appli- 
ance sales department has been estab- 
lished by the G. E. company under the 
general direction of P. B. Zimmerman, 
who also will continue as manager of 
the company’s electric refrigeration de- 
partment, it was announced by T. K. 
Quinn, vice-president. The specialty 
sales department will assume complete 
responsibility for the distribution and 
sale of General Electric ranges, dish- 
washers and kitchens. 

Under the new arrangemént, G. E. 
ranges will be sold exclusively through 
G. E. refrigerator distributors and deal- 
ers, but factory sales representatives 
will contact directly the public utilities 
and important range dealers for the 
Edison company’s Hotpoint ranges, 
using the facilities of the General Elec- 
tric Supply Corp. The latter group of 
ranges will be lower priced than those 
made by General Electric. 

Hotpoint’s district managers in the 
western territory include: B. E. Row- 
ley, Salt Lake City; J. C. Platt, Seat- 
tle; C. N. Willard, Los Angeles. They 
will head specialized sales organiza- 
tions for the promotion of the line, 
marketing through G. E. Supply. 





Hotpoint Stages 
“On to Chicago” Contest 

Edison General Electric Appliance 
Co. has just publicly announced an “On 
to Chicago” nation-wide contest for re- 
tail salesmen of Hotpoint ranges. The 
contest runs from March 1 to June 30, 
with the winners assembling in Chicago 
for one week in August at the Century 
of Progress exposition. 

Promotion of the contest will be di- 
rected from Chicago with the aid of 
public utilities and retail selling organi- 
zations in all parts of the country. 
Dramatic promotion material is being 
prepared for use by salesmen; localized 
direct mail will be used, with advertis- 
ing, cooking schools and a retail sales- 
man training course. 


v 


CLAUDE A. PEARSON, manufactur- 
ers’ representative, has moved to 163 
Second St., San Francisco. He repre- 
sents Hexacon Electric Appliance Co., 
manufacturers of 
irons. 


electric soldering 
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Air Conditioning Display 





Frigidaire Corp. had a sizable exhibit of air conditioning at the recent San 


Francisco electrical exposition. 


Practically every type of Frigidaire unit was 


shown, the display receiving considerable attention 


First Washer Prices 
Raised by Easy 


First to see the trend and lower its 
prices in 1930, Easy Washing Machine 
Corp. now is the first washer manufac- 
turer to raise prices from the levels of 
1932. With the announcement of two 
new washers, the company has estab- 
lished $69.50 as the lowest price in its 
line for an wringer-agitator washer. 
The $59.50 Easy has been discontinued. 
Other models vary in price to $165. 

Whether other manufacturers imme- 
diately will follow with higher prices is 
not known. It is known, however, that 
washer sales are badly off (30 per cent) 
and that dollar volume is even worse 
(51 per cent decline). This price decline 
has led to agitation in recent months 
that washer prices be stabilized through 
patent licensing, although nothing def- 
inite has come from the discussion. 
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Junior Cookery Council 
Formed in Los Angeles 


“To amalgamate the various branches 
of the electric range industry into one 
common organization to effect a closer 
affiliation of ideas toward the advance- 
ment of the electric range industry” is 
the stated purpose of the Junior Elec- 
tric Cookery Council of Southern Cali- 
fornia, formed in Los Angeles in Jan- 
uary. Officers elected at the first meet- 
ing were: J. Cambell Hoyt, Walker 
Pratt Mfg. Co., president; W. T. 
Schenck, Schenck Specialties Co., vice- 
president; H. S. Stewart, Lindemann & 
Hoverson, secretary; and Frank Nor- 
ton, Norton & Norton, treasurer. Di- 
rectors are: C. H. Dye, Los Angeles 
Bureau of Power & Light; H. J. Drexel, 
Southern California Edison Co.; Louis 
Singleton, California Wholesale Electric 
Co.; W. A. Marsdon, George Belsey Co.; 
N. H. Van Warner, Ungar & Watson; 
and Elbert Kramer, Westinghouse Elec- 
tric & Mfg. Co. 

Among the intentions of the council, 
as stated in the constitution and by- 





laws, is one to hold examinations to 
qualify range service men and tech- 
nicians, so as to improve service to the 
public. 

Membership is open to anyone ac- 
tively in the range industry in the ter- 
ritory, with active membership for those 
who are engaged in the sale or pro- 
motion, and honorary membership for 
executives, distributors and retailers. 

Among matters to receive first con- 
sideration and support was an electric 
range week held in Los Angeles begin- 
ning Jan. 16, during which upwards of 
50 dealers cooperated with special dis- 
plays and demonstrations. 
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Graybar Offices Hold 


Sales Conferences 


With the arrival of D. H. O’Brien, 
general merchandising manager, Gray- 
bar Electric Co. Inc.; Stuart Syming- 
ton, president, Colonial Radio Corp.; 
P. D. Briggs, vice-president, Ig Elec- 
tric Ventilating Co.; and Al Smith, 
general manager, Walker-Pratt Mfg. 
Co., at the sales offices of the Graybar 
company in the West, these offices are 
holding their annual sales conferences. 

The four Eastern executives first 
stopped at Seattle the week of Jan. 9 
and have progressed southward on a 
tour of all Graybar offices. 
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FARNHAM & CUNNINGHAM, Los 
Angeles, have been appointed California 
representatives for Haveg Corp., manu- 
facturers of chemical corrosion-resist- 
ance equipment; southern California 
representative for Continental Diamond 
Fiber Co. and for Metropolitan Device 
Corp., manufacturers of Murray dis- 
tribution devices. They also have the 
manufacturing and sales rights for the 
Euwer Universal ground clamp. 


HAROLD H. CAKE, formerly with 
the Portland office of General Electric 
Supply Corp,., has been transferred to 
the company’s Los Angeles office. 
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Frigidaire Returns 
To 1-Year Guarantee 


In returning to a one-year guarantee 
on all types of its equipment, Frigidaire 
Corp. disclosed that it believes a long- 
time guarantee means much less to the 
customer than the name and reputation 
of the company. 

“We feel that a guarantee of one 
year or even less is a sound way to sell 
refrigeration products,” said E. G. 
Biechler, president and general mana- 
ger. “Such guarantees have proved 
highly satisfactory in merchandising 
other mechanical products. Unusual 
competitive conditions were responsible 
for the appearance of the long-time 
guarantee. These conditions brought a 
situation where the factory guarantee 
became a competitive selling point, with 
guarantees stretching to absurd lengths 
and salesmen talking competitive guar- 
antees rather than the merits of their 
particular products.” 


v 


Electrical Credit Group 
For Trade Acceptances 


By unanimous action of its board 
of managers, the National Electrical 
Credit Assn. has gone on record as 
favoring the general use of short-term 
trade acceptances from responsible 
customers in payment for goods sold, 
and the giving of trade acceptances in 
payment for goods bought. Such trade 
acceptances could be discounted at 
banks or sold to banks through note 
brokers. The association feels that, by 
the substitution of a trade acceptance 
for an open account obligation, not 
only is the maturity more definite, but 
there is a definite and specific acknowl- 
edgment of the obligation. 
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ROSS L. MAHON, formerly sales 
manager for Pelton Water Wheel Co., 
now is affiliated with Ford, Bacon & 
Davis, Inc., consulting engineers of San 
Francisco. 

H. J. NEWTON, Pacific Coast man- 
ager, National Electrical Products 
Corp., was a Seattle visitor the week 
of Jan. 16, as guest of Norman L. Bost, 
Seattle representative for the company. 


ROY MYERS, San Francisco, has 
been appointed representative for the 
Inland Glass Co., of 20 North Wacker 
Drive, Chicago, manufacturers of illum- 
inating glassware. Graybar is stocking 
especially the modernistic pieces fea- 
tured by this line. Mr. Myers also han- 
dles Curtis Lighting, Inc., equipment in 
the San Francisco area. Los Angeles 
representation for Inland Glass Co. is 
handled by Fred Mills. 

FRITZ HOVING has been appointed 
West Coast district sales manager for 
The Babcock & Wilcox Tube Co., to 
give A. M. Castle & Co., B. & W. West 
Coast agent, the assistance of a direct 
mill representative. Mr. Hoving will 
make his headquarters with the Castle 
company in Los Angeles. 
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Golden Glow units, made by Elec- 
trical Service Supply Co. and dis- 
tributed by Schleicher & Co., San 
Francisco, were used to floodlight 
the facade of this Sears, Roebuck 
branch in Oakland, Calif. Electrical 
installation was by Cooper Electric 


Co., Oakland 
Vv 


J. C. DOUGLAS, vice-president and 
general manager, Lojas General Elec- 
tric Co., merchandising and sales or- 
ganization at Rio de Janeiro, Brazil, 
spent several recent weeks on the Pa- 
cific Coast. Before his affiliation with 
General Electric Co. in South America 
in 1931, Mr. Douglas was with Edison 
General Electric Appliance Corp. and 
L. H. Bennett Co. Ltd. in San Francisco. 


ED. H. FISHER, sales manager, Pa- 
cific Wire Rope Co., Los Angeles, has 
announced the appointment of Stannard 
Arnold as agent for Pacific Wire Rope 
products in Utah, Wyoming, Montana 
and Idaho. Charles W. King has been 
appointed resident salesman in the 
same territory, headquarters of both 
men being in Salt Lake City. 


THERMADOR ELECTRICAL Mfg. 
Co., Los Angeles, has announced the 
appointment of Listenwalter & Gough 
and of Westinghouse Electric Supply 
Corp., both of Los Angeles, as jobbers 
for Thermador air heaters and Everhot 
water heaters. Graham-Reynolds Elec- 
tric Co. and Graybar Electric Corp. 
also are distributors of this line in Los 
Angeles. 


W. NEAL GALLAGHER, president, 
Automatic Washer Co., has been on the 
Pacific Coast conferring with represen- 
tatives of the washer company. 


J. CAMPBELL HOYT has joined the 
Pacific Coast force of Walker & Pratt 
Mfg. Co., makers of Graybar-Crawford 
ranges. He will have headquarters in 
Los Angeles and will cover southern 
California, where he is well known, 
having been for six years with South- 
ern California Edison Co. and more re- 
cently with George Belsey Co., and 
Hotpoint range division, General Elec- 
tric Co., in Los Angeles. 


RUSHBY C. MIDGLEY, Salt Lake 
City has been named Barber-Colman 
Co. distributor in Utah, southern Idaho 
and western Wyoming. Barber-Colman 
Co. makes electrically-operated tem- 
perature control equipment. 


Steel and Tubes 
Wins Court Case 


After litigation extending over 8 
years, the United States Supreme Court 
has refused to review a Court of Ap- 
peals decision favorable to Steel and 
Tubes, Inc., Cleveland. The case in- 
volved infringement on the Johnston 
patents covering electric resistance 
welding of tubing and pipe. These pat- 
ents are owned by Steel and Tubes. 
Many cases have been filed and won 
by Steel and Tubes, but this is the 
first case involving its patents which 
has been brought to the Supreme 
Court. 


v 
Good Cooperation in 
Christmas Campaign 


With statistical tabulations complete, 
it is found that the cooperative Christ- 
mas campaign of Rocky Mountain Divi- 
sion, N.E.L.A., was embraced by 15 
utilities and more than 300 electrical 
dealers in Colorado, Wyoming and New 
Mexico. 

Including 56 electrical, 19 hardware 
and 13 music stores, 113 Denver firms 
participated, exclusive of the 200 con- 
cerns in 56 smaller towns throughout 
the three states. Three outside divisions 
of N.E.L,A. sent to Denver for Rocky 
Mountain publicity matter to conduct 
their own campaigns. 

Reports by George E. Lewis, division 
manager, show that 210,000 small stick- 
ers, 86,000 pamphlets listing appro- 
priate gifts, 3,000 streamers, 4,500 
wreaths, 100 mailing tubes and 81 bill- 
boards were used by those who took 
part in the movement, 

v 


G. HAROLD PORTER, formerly 
vice-president in charge of Pacific 
Coast activities for Radio Corp. of 
America, in January was made vice- 
president in charge of Pacific Coast for 
RCA-Victor Co. He has moved his of- 
fices from San Francisco to Hollywood. 


MITCHELL J. HAMILBURG, Pacific 
Coast manager, Plymouth Rubber Co., 
Inc., with headquarters in Los Angeles, 
is now on an extended trip covering 
the eleven Western states. 

THE ELECTRIC STORAGE Battery 
Co., makers of Exide products, have 
moved their branch office in Seattle to 
1919 Smith Tower Bldg. 





Market Review 





California and Intermountain— 
UILDING construction reports in 
the San Francisco Bay region were 

somewhat affected during last quarter 

by preliminary bridge work. Therefore, 
the 1932 total of $16,427,915 for San 

Francisco compared favorably with the 

1931 total of $21,372,550, a decrease of 

about 23 per cent, which is about half 

the national decrease. Southern Cali- 
fornia reports show a decrease of 
about 50 per cent, though the gigantic 
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Metropolitan Water project will over- 
come this percentage in 1933. 

Bids for additional transmission lines 
and substations for this project have 
been held up pending the result of re- 
bidding on the necessary poles and 


cable, which includes 30,000 ft. of 
500,000-cire. mil, 5,000-volt, 3-conductor, 
l.c., paper insulated cable. 

Government work continues to fur- 
nish the bulk of prevailing construc- 
tion, including a service system exten- 
sion for the Sunnyvale dirigible base, 
30 sets of officers’ quarters for Rock- 
well Field at Coronado, a $350,000 job 
for similar work at the Marin Bombing 
Base, and post offices at Marysville and 
El Centro, Excavation is proceeding 
for the Federal Building in San Fran- 
cisco and will soon begin for the Psy- 
chopathic Hospital, an estimated $32,- 
000 electrical job. 

Other recent awards include $6,300 
for lights along the Bayshore Boule- 
vard in San Francisco and $17,000 by 
the City of Vernon for additional gen- 
erating equipment. Apartment houses, 
cawellings, office buildings and the like 
are at an absolute minimum, two 
$50,000 dwellings on the San Francisco 
peninsula being outstanding. School 
work, too, is very stagnant, except for 
an estimated $25,000 electrical job in 
a new Sacramento school. 








|B seeicie the usual decline, which 
brought the December all-industry 
index 7 per cent under November, in- 
dustrial activity gradually is approach- 
ing the rate of a year ago. It is down 
less than 4 per cent from December, 
1931. Not only was the decrease from 
November smaller than in any year 
since 1927, but the trend since mid- 
summer has been definitely upward, 
Forest products and the stone group 
are down less than usual, indicating 
more than seasonal maintenance of con- 
struction activity. 


PRODUCTIVE ACTIVITY. 
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Copious, if belated, rainfall has re- 
stored the tone of agricultural predic- 
tion, and though cold weather has hurt 
such districts as the early citrus belt 
of the upper Sacramento Valley and 
the like, this particular natural re- 
source will bear its share of the eco- 
nomic load. Lumber production has in- 
creased slightly, with increased export 
sales, and the mills, despite a high per- 
centage of shut-downs, are averaging 
about 1/5 of capacity. 

Machinery manufacturers report very 
quiet conditions. Their January volume 
has not decreased so much from pres- 
ent monthly average, principally be- 
cause, with power company, railroad 
and industrial purchasing limited to 
barest necessities, there is a certain in- 
evitable level which cannot ‘very well 
be decreased. However, there are no 
outstanding orders, either, though Feb- 
ruary reports are expected to show 
some big awards on jobs now being 
figured. 


Prices in various wiring staples have 
dropped here and there because of dis- 
tributors’ cost decreases, offset partial- 
ly by increases in other lines. The 
market seems to be firmer, and the an- 
nual inventories reflected careful pur- 
chasing and stock-keeping, with many 
staffs reduced on January 1 to new 
lows in pay and personnel. 


_<= ¥ 


Pacific Northwest— 


RIGHT spot in the drab situation in 

Seattle and the Puget Sound dis- 
trict is the fact that central stations 
and lumber mills, particularly the for- 
mer, must start buying. Recent inven- 
tories show materials, apparatus and 
equipment shortages which require im- 
mediate attention, authorities state, and 
buying cannot be delayed much longer. 
These shortages include not only me- 
ters and transformers, but wire, cable, 
hardware, poles and ranges, it is 
claimed, Buying on a_ considerable 
scale should start within the next 30 to 
60 days. 


Tacoma’s board of contracts and 
awards on Jan. 23 opened bids for fur- 
nishing approximately $25,000 worth of 
incandescent lamps for 1933, but no 
award has been made to date. 


Seattle’s city council has authorized 
a call for bids for the completion of 
the hydro-electric power house at Diablo, 
for the completion of a transmission line 
from Diablo to Gorge plant, and for con- 
struction of remainder of the City Light 
building and substation. Two sets of 
bids will be accepted, with date of open- 
ing designated as March 13. Estimates 
of cost range up to $1,625,000, amount 
of R.F.C. loan tentatively offered City 
Light. 


Indexes of Manufacturing Activity in the Western States 
(All figures adjusted for number of working days) 
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Dec., Nov., Dec., Avg. for 
1932 1932 1931 1932 
94.7 101.3* 98.3 96.1 
76.8 82.2* 88.3 85.5 
113.2 113.0* 134.4 116.6 
38.6 43.1* 42.7 40.5 
133.2 145.7 124.8 124.5 
125.5 141.7* 120.1* 129.9 
50.2 62.5 53.7 92.1 
112.4 113.0 87.8 100.0 
65.5 77.79 79.0 78.9 


GENERAL Propuctive Activity in THE WesTERN STATES 


Adjusted for number of working days but not for seasonal variation 
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Portable Water Heater 





Edwin L. Weigand Co., Pittsburgh, has 
introduced a portable electric immersion 
heater, rated 1,300 watts for 115 volts, 
especially for use on farms and for spot 
heating of 1-10-gal. quantities of water. 
Chromalox heating element; nickel- 
plated finish; rubber-covered cord. Price, 
$12.—Electrical West, Feb. 1, 1933. 


v 





Pumping Units 


Allis-Chalmers Mfg. Co., Milwaukee, Wis., 
has extended its line of SU motor-driven 
single-shaft, two-bearing pumping units 
to include three sizes to work against 
heads up to 100 lb. (231 ft.) and above 
and covering capacity range from 30 ge. 
p.m. to 140 g.p.m. Single shaft, ballbear- 
ing supported, is used to mount motor 
rotor and pump _§impeller.—Electrical 
West, Feb. 1, 1933. 
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Cable Clamp 
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Developed by Paine Co., Chicago, a new 
conduit and cable clamp is provided 
with a slot into which the bolt with nut 
attached slips into place. A bolt the 
right length is supplied, obviating cut- 
ting. Supplied in % to 2% in size.— 
Electrical West, Feb. 1, 1933. 


80 


Water Heaters 


The Standard Electric Stove Co., Toledo, 
has developed a new line of water heat- 
ers for use in barber and beauty shops, 
offices, bathrooms, etc., with an outside 
ease in rust-proof porcelain enamel 
finish, light green with black striping. 
Pressure tank insulated with mineral 
wool, Attaches to convenience outlet. 
Made in 6, 8 and 12-gal. sizes, automatic 
or non-automatic.—Electrical West, Feb. 
1, 1933. 
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Sump Pump 


A new portable, air-operated sump pump, 
consisting of an open-impeller type cen- 
trifugal pump driven by a “multi-vane” 
air motor and both enclosed in a one- 
piece housing, has been introduced by 
Ingersoll-Rand Co., New York. Intended 
for lifts of 10-40 ft. with air pressure 
70-90 1b.—Electrical West, Feb. 1, 1933. 





W atthour Meter Case 


An aluminum-alloy, die-cast case for pro- 
tection of single-phase watthour meters 
of modern construction has been an- 
nounced by General Electric Co. Cor- 
rosion-proof, it protects the meter in ad- 
verse weather conditions. Manufacturer 
claims water cannot enter case through 
space between meter cover and box cover 
because of thick rubber gasket. Access 
to meter is impossible without leaving 
positive evidence.—Electrical West, Feb. 
1, 1933 





Magnetic Switches 





General Electric Co. has a new line of 
full-voltage magnetic switches built to 
Underwriters’ standards for industrial 
control equipment; for use in Class 1, 
Group D hazardous locations where in- 
flammable or volatile liquids, gases or 
mixtures are stored, manufactured, used 
or handled. Weatherproof, suitable for 
use in corrosive atmospheres. Special 
contact tips operate under oil; has oil- 
immersed overload relay. A pushbutton 
station for use with these switches also 
has been developed.—Electrical West, 
Feb. 1, 1933. 





v 
W estinghouse Ironers 


Different in design, two electric ironers 
are being marketed by Westinghouse 
Electric & Mfg. Co. Two models, por- 
table and floor; both employ under-roll, 
front-feeding principle. Foot and finger- 
tip control provided. Adjustomatic heat 
control maintains any selected temper- 
ature from 330-550 deg. 

Westinghouse also has brought out a 
new vacuum cleaner in an antique silver 


finish. Weighs 11% Ib. Retail price, 
$29.95.—Electrical West, Feb. 1, 1933. 
v 








Synchroscope 


To complete the line of square switch- 
board instruments, Westinghouse Elec- 
tric & Mfg. Co. has developed a synchro- 
scope of the moving iron vane type. Low 
energy consumption, burden of each cir- 
cuit being about 4 volt-amperes. Posi- 
tion indicators and 360-deg. scale power 
factor meters also available in this form 
of instrument.—Electrical West, Feb. 1, 
1933. 


Electrical West, Vol. 70, No. 2 








When it’s Harder 
to Sell... 


Sell Harder 


® Edison adopted the Policy of 
selling harder two years ago, and 
it has helped. The electrical in- 
dustry has kept chins up; has 
thought constructively, and 
worked constructively. While 
sales have slumped, of course, the 
electrical industry is in a better 
position than most to meet the 
new deal half-way, and advertis- 
ing, again, has proved a splendid 
lubricant. 


There’s more than a possibility 
that just a little more printers’ ink 
used intelligently at this partic- 
ular moment, might do a great 


deal to speed up the recovery. 


SOUTHERN CALIFORNIA EDISON 
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new way to 
BUILD PROFITS 


Would you like to know more about an entirely new sales approach 


which has been amazingly effective in improving customer relations, adding 
good-will and building bigger commercial load? This method, which 
has been operated for several months on a profitable basis, requires an initial 
investment of less than £100, plus the time of one salesman. We have 
helped in the development of this plan and will be very glad to make 
this experience available to you. § Write to the sales division which supplies 


you with lamps. General Electric Company, Nela Park, Cleveland, Ohio. 


EDISON MAZDA LAMPS 
GENERAL ELECTRIC 
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Portable Electric Heaters 


While Cold Weather Lasts 


O sustain volume 

sales of portable 
electric heaters another 
month, Pacific Gas and 
Electric Company is 
publishing these two ad- 
vertisements during 
February in newspa- 
pers in all electric ter- 
ritory. 
This advertising, to- 
gether with prevailing 
cold weather, is certain 


to stimulate hundreds 
of last minute buyers to 


the point of purchase. eee eee seen 


Each message invites 





The actual size of each of these advertisements is 


: about it with TIE-IN 
“eR os ADVERTISING as 


others are doing. 


If you have never 
used tie-in advertis- 
ing, follow these easy 
steps: 

1. Call your local 
newspaper offices and 
ask when these ad- 
vertisements are to 
be published. 

2. Prepare an ad- 
vertisement that will 
let prospective buy- 
ers know WHO you 
are, WHERE you 
are, and that your 
store is headquarters 
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PACIFIC GAS AND ELECTRIC COMPANY 
ae | Operated Mamaged by Coliferwiaes oy 


- by 15 inches. The one on the left will 
. also appear as a 2 column by 10 inch advertise- ° 
prospects to see their ment in weekly newspapers, electric territory. for portable electric 


local dealer. 


Do not let these prospects go unsold. Tie in 
with this advertising. Identify your store 
as THE place in which to buy portable 
electric heaters. Don’t leave it to prospects 
to discover that YOU are the dealer our 
advertising invites them to see; fell them 


P-G-wE- 
PACIFIC GAS AND ELECTRIC COMPANY 


MANAGED BY 


OWNED OPERATED : 
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heaters. 


3. Make certain your advertisement is 
published along side advertisements repro- 
duced on this page. In this manner, a 
larger percentage of the prospects created 
by P. G. and E. advertising will be directed 
to your store. 
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CALIFORNIANS 





Why the buyer 


sometimes says: 


“Oh Yeah?” 


Possibly each one of these claims, 
clipped from an issue of an electrical 
publication, could be proved BY 
TEST to be true 


—but buyers frequently doubt un- 
supported superlatives. 


ELECTRICAL TESTING LABORATORIES 
80th Street and East End Avenue 


NEW YORK, N. Y. 
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THERMADOR - EVERHOT 


IS THE 
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CE, SLEET....miles of line Galwanized 


LONGEST LIVED : 
MOST EFFICIENT | quate... Rush shipments imper. Telephome 


ative .... Then, look to Jobbers of Wire 
@rapo Galvanized Wire and Strand! 


aks and 
WAT ER HEATER = You can depend upon them in every Steel E 
= emergency ....and, they in turn, anne = 
~ ~ Ss can depend upon us.... for, they = 
EVER BUILT. = know from long experience, that 











RUSH orders received by us in the 


INVESTIGATE j E morning are shipped before night! 
; es: 2 Indiana Steel & Wire Co. 


Muneie, Indiana 


Look for the Crapo Tag 


THERMADOR ELECTRICAL MBG. CO. : - 


INCORPORATED 
SUCCESSORS TO 
HOFFMAN SPECIALTY CO. OF CAL. 
EVERHOT ELECTRIC MBG. CO 
LOS ANGELES 


GALVANIZED PRODUCTS 





SHUARANTULALNPNOUQUUOOTSNSQUOUOSNONOONUEENUQOGUEOQEUSAOUOREAASUUESOSNENODUN TUAL ON eeNNAETNeneT AAT nese 


= 


fullll 


PT MMT TTT ULL LUO LL 


22 Electrical West, Vol. 70, No. 2 










ee o — 


== ———— 


Dif i Sa 





CAPACITY, 


Rehabilitation 


Has Proved Itself 
in Spite of Lowered 


Power Demands .... 


to hydro plant extensions or additions with the 

present demands for service. Plant reconstruction, 
however, is of importance during these times, as always, 
for the known advantages that accrue regardless of the 
load curve. Some plants, full time operation of which has 
been required in the past, may now be released from the 
system to undergo a systematic inspection and possible 
replacement of needed parts. Relatively small expenditure 
for parts will yield big dividends in the form of better 
operating characteristics, greater safety, reliability and 
other desirable attributes of the modern hydro plant. 


() to nyaro. there is little consideration to be given 


Pelton engineers are prepared to cooperate in every 
way with those considering plant improvements. 


THE PELTON WATER WHEEL COMPANY 


HybRAULIC ENGINEERS 


120 Broadway 2929 Nineteenth St. Paschall Station 
NEW YORK SAN FRANCISCO PHILADELPHIA 


Pacific Coast Representatives for BALDWIN-SOUTHWARK CORPORATION, DeELAVERGNE 
ENGINE Co., and LARNER ENGINEERING Co., of Philadelphia, Pa. 
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: Se aaa DABLE . 
2 . Fibre—Spauldite (Bakelite) = 

= Spaulding Rod—Sheet—Tube—Specialties = is23 = 

5 Complete shops at Los Angeles z 

= . = = - - 
Sot sine tas. _ | A Complete Line... Standard or Special 
= Irvington Cloths—papers—silks = = Dry Type transformers, 50 Watts to 10 Kva.... 
E Spaghetti tubing e = Special oil cooled transformers up to 100 Kva. 

: « = = Heavy duty signal and bell-ringing transformers 

- ; 2 £ “Universal Automatic” Coils and coil service 

5 Hope Electric tapes and = =f Portable Air Cooled Transformer . . . 110-Volt light- 
5 Sleevings es ing from 220 or 440-Volt power circuits 

= @ = 

= ec Repair Service for .. 

= ~— = Distribution transformers—all makes and sizes 

E Macallen = Auto-Starters and Starting-Compensators 

= Purposes = Lifting Magnets . . . Solenoids of all types 

= é B Low voltage release coils 

= = Overload relay coils 

= * = Constant current transformers 

= Manning Prescboard = Battery chargers . . . Spot welders 

: = = JEFFRIES TRANSFORMER CO. 

2 Pacific Coast Stocks Z E 5706 Long Beach Avenue -:- Los Angeles, Calif. 
= 2 = In San Francisco Area 

= = =| ELECTRIC AGENCIES, 2059 Webster St., Oakland 
: Cc. D. LaMOREE g : 

= LOS ANGELES SAN FRANCISCO s = 1933 

= 1325 San Julian St. 1889 Mission St. = = 

2 _ | JEFFRIES TRANSFORMERS 
LL te tein ee 
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I'd rather have them think of me as small, 
than not to have them think of me at all 
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ANY electrical manufacturers, through lack of business, have been 
forced to curtail their activities . . . until now they again are classed 
as “small.” Without money to buy full pages of advertising, they 
feel that small space will create the wrong impression on customers. 
So they don’t advertise at all . . . and grow smaller. 


It’s no disgrace to be small, to use quarter- and half-pages in adver- 
tising. Small space now often is as effective as were full pages a 
short time ago. There is less competition; even the smallest ad is 
seen and read in today’s thinner magazines. 


If a quarter-page will let your customers know you still are in busi- 
ness and are out after business, it’s a wise investment. It keeps them 
thinking about your company . . . and unless they do think about 
your company, there soon won’t be any. 
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Prices that holler “VALUE!” so loud 


the whole country’s going to listen! 


THE A-C-MATIC 
6-lb. Iron steps down 


from its old price of $5.95 


to $4.95 





(>. in a lifetime you get a 
chance like this . . . a chance to 
swell your sales and clean up big. 

That’s what General Electric is lay- 
ing right in your lap—with three Hot- 
point Irons that you can now sell at the 
lowest prices in their history. 

Who ever heard of a genuine Hot- 
point A-C-Matic Iron for $4.95 ... THE MODEL “R” 
retail? Well, here it is, ready. to turn comes sliding down from 
your spring sales into a new sales high! $3.45 to a new low price 
And with it comes the Model “R”, of $2 QF 
stepping down from $3.45 to $2.95. And ' 
the little 3-lb. Travel Iron follows suit, 
with a new price tag at $2.95. 

A year ago you wouldn’t have be- 
lieved that these world’s best irons 
could retail at such bargain prices. Yet 
these are the same Hotpoint Irons that 
sold so well at higher prices. Not a 
single feature has been eliminated to 
make these new low prices possible. THE TRAVEL IRON 

Of course, you know the added at- follows suit, with a new 
tractions of these irons: (1) The practi- price tag at $? 95 
cally burnout-proof Calrod heating : 
unit. (2) The patented General Electric 
Hotpoint thumb-rest. (3) The lustrous, 
mirror-bright Chromeplate finish. (4) 
The double button-nook feature, (ex- 
cept in the Travel Iron). — 


De Luxe Travel Kit, $3.95 





Add to these attractions the lowest 


manctnnn ani: GENERAL QQ) ELECTRIC 


combination that’s hard to beat! So, 


get these irons on your counter... in 
your window . .. give the new low prices 
a good display . . . and watch the quick 


« 
i 
1 
— 


turnover! See your distributor at once | 
. or write us. GENERAL ELECTRIC CO., MERCHANDISE DEPARTMENT, SECTION E-252, BRIDGEPORT, CONN. 
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PROFESSIONAL DIRECTORY 





BYLLESBY 
ENGINEERING & MANAGEMENT 
CORPORATION 
Wholly-owned Subsidiary of 
Standard Gas and Electric Company 
231 South LaSalle Street, Chicago 


New York Pittsburgh San Francisco Edison Bldg. 


our card here builds favor- 
a able prestige for you. The 
cost is extremely small. The 
value is great as a business aid. 


43 Exchange Place 





ARTHUR R. KELLEY 
CONSULTING ENGINEER 


Reports and Valuations, Public Utility 
Industrial Properties 


THE J. G. WHITE 
ENGINEERING CORPORATION 


Engineers—Contractors 


Oil Refineries and Pipe Lines, Steam and 

Water Power Plants, 

tems, Hotels, Apartments, Office and 
Industrial Buildings, Railroads. 


ELECTRICAL TESTING 
LABORATORIES 


Electrical Photometrical, Chemical and Me 
chanical Tests. Inspection of Materials and 
Apparatus at Manufactory 


Los Angeles 80th St., and East End Ave., New York 








In any line, a specialist does 
the best job. 
Why not consult the firms 


listed here on your next under- 
taking? 


Transmission Sys- 


New York 
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This index is published as a convenience to the reader. 


Every care is taken to make 


it accurate, but ELecrricAL West assumes no responsibility for errors or ommissions 
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NE Al STRATFORD & KERR 
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San Francisco: 521 Market St. Oakland: 1629 Telegraph Ave. 
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Locke Insulator Corp. 
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Bound Volumes 


OUR BOUND VOLUMES, containing issues 
of Electrical West from January 1 to June 1, 
1932, inclusive, may be purchased by calling at 
or writing to the office listed below. These 
volumes are half-bound in red leather, gold 
lettered, fully indexed. They are suitable for 
libraries, either private or company, and 
may be had for $7.50 each. 
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BE MODERNLY THRIFTY 
WITH MONARCH 
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does electric cookery compare 


with my present method—is_ it 





slower—is it more expensive? 

These two questions are uppermost in 
the minds of prospective purchasers and 
they offer a real opportunity for the 
Monarch dealer. Because, he can prove, 
beyond all question of doubt, that Mon- 
arch Electric Cookery is as fast and as 
economical as older methods—and pro- 
vides many other outstanding advantages. 

Continuous use in thousands of homes, 
impartial laboratory tests have 
established the 
economy of the Monarch Hi-Efficiency 
Surface Unit. 
quality construction combines the ad- 
vantages of others—the speed of the 


and 


speed and remarkable Deer CRATE 


NAMELED 
NIl PAN 


Its scientific design and 


“open” type and the heat retaining properties of the 
‘closed” unit, resulting in the utmost economy of time and 


of current, plus extreme durability and inexpensive 


replacement. 

Stress these principal points of the Monarch Hi-Effi- 
ciency Surface Unit: 

1. Only genuine Nichrome wire, which withstands a 
temperature of 1700 F., is used. Even spacing distributes 
heat over entire surface and eliminates “hot-spots.” 


/ 





A.—Visible Temperature 
Model 47 G—Large 17-inch Indicator. 
versized oven and_= four 
irface units. Full white B.—Automati« Oven 

celain enamel with mar aa 

bleized green acid resisting rem , ontrol. 
top Available in Nile- 
Green or Ivory-Tan on spe- ¢.—Hlum { ‘Temper- 
ial order. iture Dial Strip 


Central Station Representatives: 
Dealer Representative: ..... 
Northwest Representative: 








LECTRIC COOKERY 


as an efficient modern method 


providing both Speed and Economy with Exclusive Surface Unit Design 


ACID RESISTING MARBLEIZED TOP 


[ VEGETABLES STEAM IN A 

MINIMUM AMOUNT OF WATER 

f HIGH QUALITY RESISTANCE WIRE 

} UNIFORMLY SPACED HEATING COILS 


—_— COLORED UNIT PORCELAIN 
HEAT STORING FIRE BRICK 

THe SECRET OF 

MONARCH 'S 
HI-EFFICIENCY SURFACE UNIT 
TERMINAL BLOCK 


HEAVY PORCELAIN 


OVERSIZED BRASS TERMINAL BOLTS 


Zz. Element is recessed in porcelain block of special 


refractory clay of extreme hardness and durability. Many 
bridges prevent wire buckling and contacting utensils. 


Four slots in porcelain provide for expansion. 

3. Paramount insulating block, one inch thick, under- 
neath porcelain block, prevents downward radiation and 
loss of heat and stores it for use after current is shut off. 
Liquids in a covered utensil will continue to boil from 
15 to 25 minutes, due to this exclusive construction. 

4. Both blocks (upper porcelain and Paramount insu- 
lating blocks) are encased in a heavy pressed steel pan, 
porcelain enameled inside and out, attractive in appear- 
ance and easily cleaned. 


5. Monarch construction provides cool terminals and 


freedom from corroded and burned out wires. Connec- 
tions to the supply wires are outside of unit pan and away 
from the heat. Only three wire connections per unit. 

6. Monarch units are quickly and easily removed from 
top for cleaning. Holes in bottom of pan provide drainage. 


7. The heating wire is extremely durable, yet replace- 





ment is inexpensive—a highly important consideration. 

8. Unit bricks are green to harmonize with the green 
marbleized, acid resisting cooking top. Stains are scarcely 
noticeable and the color goes all the way through the brick. 

Always take plenty of time to impress the prospect 
thoroughly with these distinct advantages of the Monarch 
Hi-Efficiency Surface Unit 


ance melts away. 





and see how the sales resist- 


Let us send you detailed information concerning the 
full line of Monarch Ranges. 


IRON RANGE CO. 


Beaver Dam, Wisconsin 


MALLEABLE 
3112 Lake St., 


..Chamblin-Thomas Company, 639 Mission Street, San Francisco, California 
— Glenn L. Brown, 3515 Kempton Place, Oakland, California 
...G. A. Lieser, 1218 17th Avenue North, Seattle, Washington 











I want to build 
a house... 


Some people are saying 
that today... although 
thousands of homes 
can be had for a song 


ITH real estate prices what 

they are—there’s really just 
one motive for building a home. 
And that is to build something 
better than the present day “bar- 
gain houses.” 

To get electrical contracts, the 
contractor must prove he has 
something better. And that is 
what Red Seal wiring certifi- 
cates do for him this 
year more forcefully 
than ever. 

During the months 
that follow, the Pa- 
cific Coast Electrical 
Bureau isbacking 
Red Seal wiring in 
these four important 
ways: 

l. Striking advertisements, 


addressed to the public and to 


contractors will tell prospective The 
builders and buyers of homes 
demanding the Red 4 


certificate 


how—by 
Seal 
sure of an 


they can be 


wired 


adequately 





RED SEAL 


measure of an 
adequately wired house. 
modern house! A 


more salable house! 


And how Red Seal at only a few dollars 
greater cost promises a more ready resale at a 


house. 


better price. 

2. Circulars distributed to practically all elec- 
tric consumers in this state will sell Red Seal to 
thousands who some day expect to build or buy 
a new home. 

3. Employees in the industry and prominent 
will get 
material, publicity, descriptive leaflets, etc., to 


groups of people outside educational 


acquaint them with the value and importance of 
Red Seal wiring. 

4. Special help for the wiring contractor and 

appliance dealer. Merchandising material and sales 
helps; special events and campaigns planned. 
Contractors: 
Don’t be content just to “get set” 
for the time when the pent-up 
building demand breaks _ loose. 
Go after the bids that open up 
now. And go after them on the 
basis that’s fair to yourself 
and attractive to a 
quality minded buyer. 
Bid on the Red Seal 
basis. 

Pacific Coast Elec- 
trical Bureau. A non- 
profit organization 
supported by the in- 
dustry to serve the 
user of electricity. 
Write to 447 Sutter 
St. San Francisco, or 
M-15 Edison Build- 
ing, Los Angeles, or 
S48 Roosevelt St. 
Fresno. 





